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ELECTION’S OVER: New A.B.A. officers are installed (See page 37) 
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STATEMENT 


OF CONDITION 
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At the Close of Business September 26, 1956 


ASSETS 


Cash on Hand and Due from Banks . . . «Se 
United States 

Government Obligations... $102,111,102.10 
Public Housing 

Authority Obligations 

(Fully Guaranteed) . . . 
State, County, and 

Muneipal Bonds . . . te 17.355,138.69 
Stock in Federal Reserve Bank . 2... 
Pe. > 3 & «© « & & € « @ @ 


1,.477,755.81 


bese ae EMeceaais. «6 6 6 st oe et 
ae a a a ee 

Letters of Credit and Acceptances. . «6 we 
Banking House and Equipment... . ee 
Ree Assets 2c st ll lft ll i et. ° 


LIABILITIES 


Capital Stock . 2. « « «© 
Surplus Fund. . . .« « -» 


S. 


S 22,000,000.00 
28,000,000.00 
3,394.892.10 


Reserved for Contingencies . 2... 2. 


Undivided Profits a a oe 


Reserved for Taxes, Ete. . . . «© «© «© «© « 
Deferred Income i a ee ee me 
Letters of Credit and Acceptances. 2... ee 
Dividend Declared—Unpaid 2. 2. 2. . 1 
DEPOSITS: 
Sedevidual . . 2 6 « 6 
a a 


U.S. Government. . .) . 


1.13.627.632.02 
213.044.780.142 
18.528.875.22 


$266,087,311.37 


123.9.13,996.60 
1.500,000.00 
2,651,137.90 
337,9143,201.37 
2.326,190.9 1 
6.089,328.82 
9,383,604. 12 
200,208.89 





$750,124.980.01 


S$ 55,.394,892.10 
3,874,918.814 
5.252,730.16 
1,596,792.13 
6,089,328.82 

715,000.00 


675.201.287.66 
$750.12 1.980.01 
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LETTERS 








Check-Mailer Idea Spreads 

Sirs: Your September issue (page 
18) contained the first mention that we, 
in this organization, had seen of the 
Citizens and Southern’s new check and 
envelope system which they call the 
Check-Mailer. The potential of this com- 
bination hit us right between the eyes. 
We got underway on the program imme- 
diately and, thanks to the cooperation of 
everyone concerned, were able to install 
the system as of October 2, i.e., in less 
than two and a half weeks. 

We are sending a news release to you 
not so much for the thought that it will 
be published, as you have already very 
adequately covered the subject, but 
rather because it constitutes proof of the 
impact of Burroughs Clearing House. In 
this organization, we consider it to be 
the outstanding publication for the prac- 
tical banker. 

WatTTs HILL, JR., Vice-President, 

Durham Bank & Trust Company, 

Durham, North Carolina 
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Widespread Interest 

Sirs: The extensive report on our ex- 
position, “125 Years of Money Circula- 
tion in Belgium,’ in your September 
issue has been very much appreciated. 

It will interest you to know that dur- 
ing the past week we already received 
several letters from banks, universities 
and private persons in the United States, 
asking for copies of the descriptive 
brochure. 

L. WAUTERS, Deputy Manager, 

C. VAN SOYE, Vice-Chairman, 

Kredietbank, 

Bruxelles, Belgium 


° * ° 


For One-Year-Olds 

Sirs: The Capitol Bank of Springfield 
celebrated its first anniversary recently, 
and invited the babies of the area who 
were born on the day the bank opened 
to help celebrate the occasion. 

Seven babies accepted the invitation 
and came to the bank with their parents. 





November, 1956 


They were all presented with savings 
accounts. A photographer was on hand, 
and each parent was presented with a 
photo of his or her baby. 

HENRY C. KIRSCHNER, 

Executive Vice-President, 

Capitol Bank of Springfield, 

Springfield, Illinois 
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Passbooks of Distinction 
Sirs: Attached you will find a copy 

of our new passbook. We believe, and 

hope, that our departure from the usual 





in passbook design will lead other banks 
to take similar action. 

Some months back we decided that 
too many passbooks, ours included, were 
old-fashioned in appearance, uninterest- 
ing and lacking in distinction. We liked 
the idea of having an actual photograph 
of our main office appear on the front 
cover, with a bleed all around for added 
realism. 

However, to get a photograph repro- 
duced on a durable grain, pliable vellum 
stock so that it appears realistic is not 
easily accomplished, even in this day 
and age. After much trial and error, it 
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was finally made available to us through 
the American Bank Stationery Company, 
Baltimore, Maryland, and we are happy 
to advise it has proved to be a success. 
FRANK T. MCKEE, Vice-President, 
The Beneficial Saving Fund Society, 
Philadelphia 7, Pennsylvania 
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Investment Advice 


Sirs: I would like to compliment you 
on the investment article appearing in 
the October issue of your magazine. 

Our bank is a small operation growing 
rapidly in the expanding economy of 
South Florida. Quite frequently our de- 
positors ask the very questions you posed 
in your article. Now that I have absorbed 
this article I feel a little freer with gen- 
eral investment advice. 

ROBERT L. KESTER, 

Vice-President, 

Farmers Bank of Pompano, 

Pompano Beach, Florida 
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“ywour American bank abroad... 


Wherever you go— wherever you or your customers do business— you'll 

find Bank of America’s global credit, collection, and payment facilities 

there to assist you. With overseas branches, traveling representatives, 

and correspondent connections in every part of the world, there’s no 

job too small, too large, or too involved for us to tackle. For information, 
_ wire or write Bank of America, 300 Montgomery Street, San Francisco, 
_or 660 South Spring Street, Los Angeles. 
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A.B.A. Surveys Bank Loans 
to Small Business 


Despite the prevalence of tight credit 
conditions, banks have increased both 
the number and the amounts of loans 
made to small business over the past 
year. This finding was made in a survey 
of some 78 leading banks throughout 
the country conducted by the credit 
policy commission of the American 
Bankers Association. ; 

The survey covered small business 
loans between August 31, 1955 and 
August 31, 1956 in two categories: loans 
under $50,000 and loans between $50,000 
and $100,000. The first group showed 
the greatest increase. Loans under $50,- 
000 were up by $154 million or approx- 
imately 14% per cent. Loans in the 
$50,000-$100,000 group were increased 
by $74 million, or about 138% per cent, 
making an aggregate increase of $228 
million, or 14 per cent. 

In the aggregate amounts for the 
year period, the survey showed that the 
reporting banks had made a total of 
$1,221,000,000 in loans under $50,000, 
and $621 million in loans between $50,000 
and $100,000, making an overall aggre- 
gate total of $1,842,000,000. 

In commenting on the findings, the 
A.B.A. commission chairman, George S. 
Moore, who is also executive vice-presi- 
dent of the First National City Bank of 
New York, said, “While it is expected 
that there are some loan demands that 
are not being met, the plain fact is that 
banks are lending more money today in 
every category than in history, and that 
bank loan totals are reaching new high 
levels every day. The survey, which was 
confined to the largest banks which had 
comparative data available, shows that 
small business and individuals are 
participating in these loan increases.” 

Mr. Moore continued by saying that 
the banks responding to the questionnaire 
were asked to give the reasons for turn- 
downs of loan applications for small 
business. “Of the 78 banks responding,” 
he said, “77 gave the non-creditworthi- 
ness of the application as the principal 
reason. Only one bank mentioned its 
tight money position, and none mentioned 
interest rates as being a factor.” 
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Housing Credit and 
Home Building Outlook 


New ways of developing mortgage 
funds. Government restrictions and regu- 
iations on housing. The shortage of thrift 
funds. Tight money policy. The subsiding 
! postwar demand for homes. These 
were cardinal factors affecting the fore- 
seeable future of housing credit condi- 
“ons and the outlook for home building 
cited in recent pronouncements of various 
spokesmen who are close to the mortgage 
credit field. 

Finding mortgage funds. Despite tight 


Sevember, 1956 








Privately-Owned Nonfarm Dwelling Units Started 
Seasonally Adjusted Annual Rate 
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Chart shows the 20 per cent housing start decline in perspective 


Mortgage spokesmen analyze drop, and future prospects 


money, mortgage bankers are managing 
to keep some funds flowing to the building 
industry, Robert H. Wilson, president of 
Percy Wilson Mortgage & Finance 
Corporation, Chicago, said in an inter- 
view at the recent annual convention of 
the Mortgage Bankers Association. He 
described five ways in which his and 
other firms are developing mortgage 
money. These are: 

By finding new investment sources, 
especially pension and retirement funds 
of corporations. Mr. Wilson said that 
since March, 1956, his mortgage institu- 
tion had developed more than $3.5 million 
in such funds. 

By inducing some insurance companies 
to trade bonds, which have not been 
selling at their purchase price, for mort- 
gages. In a number of cases the Wilson 
firm has made arrangements to accept 
such bonds at their purchase price in 
exchange for mortgages. The difference 
between the current market price and 
the purchase price is then made up 
through an additional servicing fee over 
a stipulated period. 

By searching for better quality invest- 
ments to offer investors. To this end, 
Mr. Wilson said that instead of reducing 
their sales force, they had increased it 
from two to five. 

By diversification through giving in- 
creased attention to remodelling loans 
and insurance. Mr. Wilson noted that the 
volume of insurance written was up 25 
per cent compared to last year, and that 
financing of advance premiums on insur- 
ance is in itself profitable. 

Shortage of savings. The basic money 
shortage in the country is a shortage in 


savings, Norman Strunk, executive vice- 
president of the United States Savings 
and Loan League told a_ savings-loan 
association group in Ohio recently. 
“Savings are what is required to build 
the new factories, the new schools, the 
new houses, and the new machines that 
are used to produce the automobiles, 
television sets, etc. with which we asso- 
ciate a high standard of living,” he said 
in explanation. 

In the face of these demands, Mr. 
Strunk added, no one can foresee the end 
to the shortage of savings, but only 
greater competition for the saver’s dol- 
lar, and almost a permanent shortage, 
by some postwar standards, of money 
for home building and the home mort- 
gage market. 

Housing demand decline. In citing fac- 
tors contributing to a drop of 20 per 
cent this year in home and apartment 
production below 1955, Harold P. Bra- 
man, executive manager of the National 
Savings and Loan League, said that a 
principal factor was that the big post- 
war demand for homes has substantially 
subsided. 

Mr. Braman reported that an analysis 
of the present situation prepared by the 
National League showed that the housing 
market in the next decade can be expected 
to be primarily a re-housing market. 
Larger families and growing income, he 
said, will cause a wide moving up in the 
house price scale, which will bring on 
a larger number of demolitions and 
vacancies of older dwellings. 

Construction forecasts. Housing Se- 
curities, Inc., a New York City research 
firm, recently made a survey of housing 
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SOUND 


HIGH-YIELD | 
INVESTMENTS 


Cash-Value 
Life Insurance 


LOANS 


Your Bank may well find our life 
insurance loans an attractive in- 
vestment. Here, combined in one 
type of investment, are security, 
liquidity and high return. Se- 
cured by the cash values of life in- 
surance policies, the collateral of 
these loans is continually increas- 
ing in value. Added to security, 
your money is readily available— 
the loans are callable at any time 
within 150 days or less. If you 
have money for investment, inves- 
tigate! We have loans available. 


TWO PLANS FOR BANKS 


1. The Direct-Broker Plan—The 
loans are originated by our organiza- 
tion, and complete details necessary to 
set the loans up for your Bank are 
handled by us. After loans are received 
and accepted by your Bank, they are 
handled directly with borrowers. 


2. The Service-Broker Plan—The 
loans are made by our organization to 
the borrower and are sold to the Bank 
for the amount of the note. All de- 
tails incidental to this type of invest- 
ment are handled by us throughout the 
life of the loans. 


For More Complete Information and Bank 
References (Banks known to you) write 
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ARTHUR I. BOREMAN & SONS 
1912 GRAND AVENUE 


Des Moines 5. loweag 
CHICAGO * LOS ANGELES 
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production by regions and areas of the 


On the basis of this 


with the University of Miami, Housing 
Securities, Inc. forecasts that new res- 
idential construction for the next six 
months will be approximately 5 per cent 
below the same period, 1955-56. Thomas 
P. Coogan, president of the firm, said 
that if housing credit remains as tight 
as it is at the present time there will 
likely be an additional curtailment of as 
much as 10 per cent. 

The Housing Securities firm estimated 
a total housing production for the next 
six months of 491,000 units, broken down 
into four regions: North East, 107,000; 
North Central, 132,000; South, 127,000; 
and West, 125,000. 

Writing in last month’s “House and 
Home” magazine, Miles L. Colean, Wash- 
ington, D. C. economist, said that home- 
building has been weathering squalls 
successfully, and that next year it will 
advance again both in dollar volume and 
number of new units. Mr. Colean pre- 
dicted that in 1957 house building ex- 
penditures will recover some of the 
ground lost in the 1956 setback and will 
again point toward the record level 
reached in 1955. 

“Expenditures for new private dwell- 
ings,” he forecast, “will come to around 
$13.8 billion, compared with a probable 
$13.3 billion in 1956. With government 
building for military and public housing, 
the total should reach at least $14.1 
billion.” 

Government policy inconsistency. In 
the “Mortgage Market News & Com- 
ment” it publishes periodically, Pringle- 
Hurd & Co., Inc. New York City broker- 
age firm with principal offices in several 
states, recently took three Government 
housing agencies to task in an article 
entitled, ‘Inconsistency, thy name is 
government housing policy.”’ Under fire 
were four moves announced by the 
agencies in September. The official actions 
and the Pringle-Hurd comment were as 
follows: 

Action: F. H. A. cut from 7 per cent 
to 5 per cent in the minimum down pay- 
ment on houses appraised at $9,000 or 
less. Comment: The only possible effect 
of this ruling is that a very few more 
houses will be built and sold, and the 
mortgages will go into F.N.M.A. That 
agency will have to get its money from 
the banks. Thus short term bank credit 
will be diverted through F.N.M.A. into 
long term mortgage financing. 

Action: F.N.M.A. ordered to increase 
from 92 to 94 the price at which it will 
give advance standby committments. 
Comment: Again the money will have 
to come from somewhere—mainly from 


the commercial banks—and the net 
result will be inflationary. 
Action: F.N.M.A. ordered to reduce 


from 2 per cent to 1 per cent the amount 
of its stock which sellers of mortgages 
must purchase when delivering mort- 
gages under secondary market opera- 
tion. Comment: Again we are confident 
that most of the money which F.N.M.A. 
is spending to buy mortgages will come 
from the commercial banks. Vitally 
needed short term bank credit is, there- 
fore, being used to finance long term 
mortgages. 








Action: Member savings and loan 
associations of the Federal Home Loan 
Bank System will be permitted to borrow 
up to 12% per cent of their share capital 
instead of only 10 per cent. Comment: 
Any additional money borrowed by the 
Federal Home Loan Bank will be sup- 
plied largely by the commercial banks 
and will further intensify the tight credit 
situation which is already most acute in 
the field of short term bank credit. 


Sd ° . 


Major Boom Factor 


One of the major factors behind the 
strong demand side of the tight money 
condition has to do with extremely heavy 
capital expenditures by business firms. 

Just how strong this factor has been 
during 1956 is seen in perspective through 
the accompanying chart. Whereas spend- 
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Plant outlays soar higher 


ing for new plant and equipment totaled 
a big $28.7 billion last year, it is antic- 
ipated that the total for all of 1956 will 
soar to a record $35.3 billion. 

Estimates put capital expenditures at 
$9.6 billion in the third quarter of this 
year, and $9.4 billion in the fourth 
quarter, conrasted with $7.5 billion 
and $8.4 billion, respectively, for the 
same periods in 1955. 

In comparison with last year, durable 
goods manufacturers show the largest 
percentage gains in spending. 

Too much expansion? Is business over- 
doing it, in thus lavishing unequalled 
billions of dollars in this manner? This 
is a question that has occurred to many, 
and some answers to it were given by 
Dexter Merriam Keezer, vice-president 
and director, department of economics, 
McGraw-Hill Publishing Company, Inc., 
at the annual national conference of the 
Controllers Institute of America. 

“Many people find it hard to believe 
that we can keep up the present rate of 
business investment without sinking our- 
selves under an unsupportable load of 
producing capacity,’ Mr. Keezer stated. 
“T think these people forget that: (1) 
about half of this year’s record-breaking 
investment in new producing facilities 
is required simply to overcome last year’s 
wear and obsolescence; (2) increasingly 
heavy investment is being required to 
secure adequate supplies of some basic 
industrial materials; the cost of getting 
a barrel of oil in the United States is 
more than twice as high as it was in 
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Seeks advice—buys bonds direct 


nber, 1956 


Bond buyers like to deal in U.S. Government 
obligations where they can count on sound 
counsel. Bankers, corporate treasurers, finan- 
cial officers of institutions and public bodies 
look to us for such counsel. 


Our advice covers bond market movements 
—timely suggestions on arrangement of 
maturities— portfolio analysis—and on-the- 


spot purchase and sale at net prices. No com- 
missions, no delays. 


As a primary dealer, we keep an inventory of 
U.S. Government securities. Your trade is 
completed without delay. It’s a thoroughly 
personalized service. To buy or sell Govern- 
ments, simply call our Bond Department 
Rector 2-8900, or teletype NY 1-3333-4. 


BOND DEPARTMENT 


BANKERS TRUST COMPANY 


16 Wall Street, New York 15, N. Y. 


Member 
Federal 
Deposit 
Insurance 
Corporation 
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1944; (3) business investment to over- 
come pollution and smog is going up 
steadily. All these investments are not 
increasing our producing capacity. They 
are needed simply to overcome past dam- 
age and deterioration.” 

According to Mr. Keezer, the fact is 
that the United States is only some- 
where near midstream in a tremendous 
surge of capital development, of which 
the driving force is organized research. 

* + » 
Banker View on Inflation 
ws. Tight Money 


Disquieting price developments in re- 
cent weeks have focused renewed atten- 
tion on the threat of inflation, and have 


stimulated speculation as to the ability 


of monetary restraints to contain oppos- 
ing forces. 

J. Cameron Thomson, board chairman 
of the Northwest Bancorporation, Minne- 
apolis, refrains from taking a pessimistic 
appraisal of the situation, but warns of 
the prospect that some groups will refuse 
to accept the restrictions on credit, 
wages and prices that are necessary to 
maintain a stable economy. 

“The danger, as I see it,” says Mr. 
Thomson, “is not that we cannot restrain 
inflation, but that we won’t.” 

Wages and prices. One of the discour- 
aging aspects of the current upward 
price trend is that many of the factors 
that make for price stability are now 
in operation, i.e., ample capacity in most 
industries, and adequate and productive 


labor supply, and a Federal cash surplus, 
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for more than 


30 YEARS 


The policies of the FLORIDA NATIONAL GROUP of BANKS for sound, 
efficient, statewide banking services, as established by our founder, Mr. 
Alfred |. duPont, continue today. They are our guide in providing the 
means for expanding agriculture, commerce and industry in Florida and 
the Southeast. Throughout the ups and downs of our economy the 
members of the FLORIDA NATIONAL GROUP have always been able to 
meet their obligations of community service .. . more than 30 years of 
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in addition to a 
policy. 

While he does not expect an unchecked 
price spiral in the immediate period 
ahead, Mr. Thomson asserts that for the 
longer run, labor and management must 
exercise restraint in their wage and 
price policies, if the more general control 
measures are to be successful. 

View on criticism. Meanwhile, he finds 
the current outcries from some quarters 
against a tight money policy hard to 
understand. He acknowledges that the 
monetary authorities may sometimes 
make mistakes, and that it is not neces- 
sary to always accept their actions with- 
out protests. But, he finds in some of the 


restrictive monetary 


current criticism an implication that 
restrictive credit policy is in_ itself 
wrong. 

In disagreeing with this viewpoint, 


Mr. Thomson warns against trying to 
solve the nation’s economic problems by 
recourse to easy money, and indifference 
to inflation. “We must be prepared to 
accept monetary policy when it restrains 
as readily as we turn to it when we wish 
to stimulate,” he declares. Sound expan- 
sion comes through savings, increased 
productivity and new resources, he adds, 
rather than additions to the money 
supply. 

Three ground rules. In this connection, 
Mr. Thomson suggests three “ground 
rules” that could well be applied in 
connection with monetary policy: 

First, that whatever disagreements 
may arise over any particular action, 
the independence of the Federal Reserve 
System should not be laid open to ques- 
tion. 

Second, the present period must be 
regarded as one of continued experi- 
mentation, since experience with mone- 
tary policy is still very limited. At this 
point there should not be preconceived 
notions ab.ut how monetary restraints 
operate in practice, who it should and 
who it should not affect, or how high 
interest rates should be. 

Third, over-all monetary policy should 
not be adapted to the needs and con- 
veniences of particular markets and 
groups. The application of monetary 
restraints to contain inflationary pres- 


| sures must inevitably reduce the total 


supply of credit below the level that 
private borrowers will consider satis- 
factory. 

In further explanation of his third 
point, Mr. Thomson concedes that some 
markets may be affected more than 
others by tight money, and that it may 
be desirable to moderate the effects in 
specific credit areas. He notes that 
“machinery” already exists for this pur- 
pose in some instances. “Where relief 
is desired for certain markets this relief 
should be provided distinct from general 
monetary policy, and not as a watering 
down of monetary control,’”’ Mr. Thomson 
avers. 

© . « 


Inflation vs. Savings 


In the face of persistent postwar in- 
flation and mounting scarcity of savings. 
many European nations have introduced 
various schemes to encourage persona! 
thrift. The plans are tied in with taxes. 
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Since 1854, when James Talcott, Inc., first opened its doors, 
h bankers have referred to that commercial finance company as 
their financing correspondent. 
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y When a bank customer is referred to James Talcott, Inc., for 
special financing, the bank knows: 
d 
in 
ts e the customer will continue his account at his present bank 
n, 
ve e his financing program will be worked out by Talcott 
S- in cooperation with his bank 
De ~ e if the bank wishes to participate in the 
‘I- Talcott loan to the customer, Talcott is happy 
_ to make the arrangements and provide the supervision 
od @ when the customer is again acceptable for bank credit, 
“= > Talcott will always be glad to make 
“ the referral back to his bank. 
ld 
n- 
nd The financing services of James Talcott, Inc., include: 
ry 
S- e Accounts Receivable Financing @ Instalment Financing 
al 
at e Inventory Loans e Machinery and Equipment Loans 
is- 
rd 
ne e . . 
anf In cooperation with banks since 1854 
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How much do you know about 


CREDIT INSURANCE 


as a vital factor in 


COMMERCIAL LOANS ? 


How does coinsurance apply to Credit Insurance? | 


What is meant by primary loss? What is the 
bank’s role as collateral beneficiary under 
Credit Insurance ? 


The above questions, and many 
more like them, are answered in full 
in the recent booklet illustrated here: 
Credit Insurance: A Factor in Bank 
Lending. 






CREDIT INSURANCE 

A FACTOR IN BANK LENDING ; 
Written by a banker for the avowed < 
purpose of “‘acquainting bankers with 
the intricacies of Credit Insurance,” the 
booklet contains everything you need 
for a basic understanding of Credit 
Insurance as it relates to the handling 
of Commercial Loans. 


For your copy, write American 
Credit Insurance, Department 49, 
First National Bank Building, Balti- 
more 2, Maryland. 


AMERICAN CREDIT 


Indemnity Company of New York 


“Gives Accounts Receivable a Guaranteed Value” 
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the price of various products and serv- 
ices, national lotteries, and the stock 
market. 


Stock market plan. One of the most re- 
cent of these plans was announced 
recently in France in connection with 
a $428 million bond issue to finance 
military expenditures in Algeria. To 
encourage the acceptance of the bonds, 
the French government linked their 
redemption value to the price of secur- 
ities in the French Bourse. The value of 
the bonds at repayment will vary in the 
same proportion as the average of some 
350 stocks and bonds; but in no case 
will reimbursement be less than par 
value. 


Tax concessions. The French stock-plan 
bonds also include several tax conces- 
sions, including exemption from income 
taxes for five years. This tax feature has 
figured prominently in the plans of other 
nations, notably Great Britain, West 
Germany and Sweden. In Great Britain 
interest on savings deposits up to $42 a 
year is exempted from income taxes; in 
Sweden tax-free bonuses as large as 20 
per cent for savings kept in a bank for 
five years are made; and West Germany 
has proposed to allow taxpayers special 
deductions based on the amount of their 
savings. 

Price indexes. In other plans previously 
used by the French government, the 
redemption value of loans has been 
linked to the free market price of gold, 
and French nationalized industries have 
linked their bond values to the price of 
electrical energy, wholesale price of 
coal, and railway passenger coach fares. 
In May of this year the government sold 


| “growth” bonds for which the interest 
| payments will be revised annually in 


accordance with the national industrial 
output. 

Almost all Finnish financial institu- 
tions, in addition to ordinary savings 


| deposits, offer a plan in which a lower 


savings interest rate is linked to a price 
index. Last year, for example, the gov- 
ernment sold bonds that had their values 
related to the wholesale price index dur- 
ing September. In ensuing years, the 
face value of the bonds and the interest 


| payments will be increased in an 





amount corresponding to the increase in 
the wholesale price index for September 
of any year. 

National lotteries. Great Britain, Greece, 
Belgium, Russia, Norway, France, Italy, 
Finland, Sweden, Denmark, and West 
Germany have all floated loans embody- 


' ing a lottery feature, with England 


being the latest to do so. British citizens 
are now being offered a $2.80 non-inter- 
est paying savings bond that will award 
some “lucky number” bond holders with 
tax-free grand prizes of $2,800 and 
others with a number of lesser cash 
prizes. 

Some $300 million has been raised 
through lottery bonds by the Belgium 
government since the end of World War 
II. A fabulous $50,000 top cash prize 
is offered in a lottery bond plan in 
Greece. And in other countries, in 
plans that vary in mechanics but not in 
principle, similar “‘prize incentives” are 
offered savers as a hedge against an 


| inflationary spiral. 
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Slowdown of 
Installment Debt Rise 


While consumers so far this year have 
continued to add to their instalment debt 
burden, the chart below shows that they 
have done so at a much slower rate than 
in 1955. 

The total has reached an unprecedented 
high of $37.1 billion, but the advance 
during the first seven months of 1956 
was only 4% per cent, in contrast to the 
11 per cent gain in like 1955. 

Much of the future outlook is believed 
to hinge upon the popularity of the 1957 
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Consumer Credit Growth Slackens 
1 billion dollars billion dollars 
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? Outlook hinges on auto loans people. It offers you com- 
of plete banking services 
S. cars, since automobiles debt represents 
ld more than half of the outstanding instal- through more than 790 
st ment indebtedness. It is expected in the branches in Canada. Write 
in industry that the restyled models will . 
al stimulate sales, but the resulting growth Business Development 
in demand for credit will run into heavy Dept., at Head Office in 
u- competition for the available supply. 
g's In prospect. Of course, repayment of Montreal. 
er automobile debt should total about $1.4 
ce billion monthly, providing one source 
V- of funds available to lenders for new 
es credit extensions. However, if it is neces- 
ir- sary to pump more credit than this into 
he the car financing market—due to stepped 
2st up sales—repayments on other types of 
an credit, or savings now flowing elsewhere, 
in would have to be tapped. 
er One likelihood is that car buyers will 
soon be paying more for credit than they 
ce, have for many years. This is not expected 
ly. to be much of a damper on demand, for 
est lenders have found that other factors 
iy. such as size of down payment and month- Over 860 branches in Canada, 
nd ly instalment were much more crucial. the West Indies, Central 
ons Another prospect: buyers may have to and South America, New York, 
a utilize their own cash more freely. In London and Paris. 
ard view of the credit stringency, more all- 
ith | cash deals, together with bigger down 
nd Of payments and shorter maturities on loan 
ash | contracts, will probably be necessary if THE ROYAL BANK 
the trade’s optimism proves out. 
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consists of these untraded issues, accord- 
ing to Thomas R. Atkinson’s new study, 
The Pattern of Financial Asset Owner- 
ship: Wisconsin Individuals, 1949, pub- 
lished by Princeton University Press for 
the National Bureau of Economic Re- 
search. Formerly a research associate 
at the National Bureau, Dr. Atkinson is 
now financial economist with the Federal 
Reserve Bank of Atlanta. 

Holdings of untraded stock are heavily 
concentrated in the topmost income 
groups, the study reveals. Furthermore, 
they are largely concentrated with inves- 
tors who are receiving salary or wage 
income from the issuing corporation. 
Such persons hold nearly two-thirds of 
the total value of untraded stock owned 
by individuals, to judge by the analyzed 


returns of the Wisconsin investors. 

Problems ahead? This finding, to- 
gether with the preference for local 
stocks which is also shown, throws light 
on some of the problems faced in raising 
new equity capital for small business. 
“Apparently,” Dr. Atkinson says, “new 
and small companies may expect that 
one of the ‘costs’ of capital will be a voice 
in the active management of the busi- 
ness, and that equity capital will be 
forthcoming in significant amounts only 
from certain occupational groups and 
from persons living in the immediate 
geographic area.” 

Other facts uncovered by the study 
substantiate the concern felt by many as 
to sources of equity funds for business. 
If high income groups are the main 
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source of equity funds, then as the econ- 
omy moves toward greater equality of 
income distribution, must not shortages 
in the flow of funds into corporate 
equities (at a given level of income) 
develop? 

Income pattern. In Dr. Atkinson’s 
study, an illuminating body of evidence 
is brought to bear on the problem of how 
personal savings, throughout the whole 
range of incomes and urban-rural local- 
ities, are channeled into financial invest- 
ments. 

Usually the higher a person’s income 
bracket, the greater the part of his sav- 
ings invested in corporate stock, and the 
smaller the part invested in debt assets 
such as bonds, mortgages, and claims on 
financial institutions, the study shows. 

Geographic differences. Personal in- 
vestment choices are partly governed by 
the form of business prevailing in the 
community, Dr. Atkinson shows. In rural 
areas and small towns, where unincor- 
porated firms are the common form of 
business, time deposits in banks, for ex- 
ample, and debt holdings such as notes 
and mortgages, are more important than 
in cities. In medium-sized cities, char- 
acterized by small corporations, untraded 
stocks are more important than in 
rural areas. In Wisconsin’s metropolitan 
center, traded corporate stocks—usually 
of large corporations—have great im- 
portance. 

Source of data. The study, which is 
largely based on material available in 
personal income tax returns, effectively 
demonstrates what can be learned from 
them about investment choices. 
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Importance of Thrift 
In a Stable Price Level 


Thrift and savings must again be 
given a place of high honor in the 
American economy. There are two condi- 
tions required for achieving this end. 
1. People must have confidence in the 
stability of the dollar, since they cannot 
be expected to save and lend expensive 
dollars if they are likely to be repaid 
in cheap dollars. 2. A decent interest 
rate must be provided as a reward for 
people who save, since a few dollars 
spent for higher interest charges is a 
cheap price to pay if further deprecia- 
tion of the dollar’s purchasing power is 
to be avoided. 

These statements keynoted a _ speech 





entitled “A Stable Price Level” made 

recently by Ray D. 
F Murphy, chairman 
: of The Equitable 


Life Assurance So- 
ciety of the United 
States before the an- 
nual meeting of the 
National Association 
of Life Underwrit- 
ers in Washington, 
D. C. 

“During the de- 
pression of the 
1930’s” Mr. Murphy 
said, “we were told that our economy 
had reached a point of stagnation be- 
cause of over-saving. This was the false 
philosophy of the ‘mature economy.’ The 
‘propensity to save’ was assailed as an 
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Integrity... Security... Facility 


LAWRENCE, the oldest and largest nationwide field warehouse Company: 


—numbers over 700 of the nation’s largest commercial banks 
among its receipt holders. 


—has issued its receipts covering more than 10 billion dollars worth 
of goods and products. 


—has served more than 10,000 American businesses through its 35 
offices which today operate 2,500 field warehouses. 


— offers the exclusive Lawrence-IBM loan officers’ collateral reports. 


That's, why, for field warehousing, Lawrence Warehouse Company has 
set the pace for over 40 years. And that’s why loan officers everywhere 


can specify LAWRENCE 





and be sure! 








LAWRENCE ON WAREHOUSE RECEIPTS ems) » - » IS LIKE CERTIFIED ON CHECKS 


_ [AWRENCE WAREHOUSE ©MPANY 


NATIONWIDE FIELD WAREHOUSING 
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outmoded characteristic of our people. 
Policies of government were deliberately 
slanted to discourage savings and to 
stimulate spending. Interest rates were 
held at artifically low levels and rates of 
taxation were adopted which made sav- 
ings difficult, especially in the higher 
income brackets.” 

Mr. Murphy continued by saying it 
is time to take a fresh look at these 
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Dividend Announcement 


Massachusetts 
Investors 


‘Trust 


DECLARES ITS 
128 Consecutive Dividend 


10 cents a share, from 
net income, payable 
October 25 to share- 
holders of record Sep- 
tember 28, 1956. This 
is the first dividend de- 
clared since the 3 for 1 
split of shares in June. 


ROBERT W. LADD, 
Secretary 


200 Berkeley Street, Boston 
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policies and that the situation must be 
reappraised in light of new problems 
facing the economy. “We have need for 
tremendous amounts of new capital to 
finance expansion and to provide jobs for 
our growing labor force,” he said. “‘The 
soundest and safest way will be to raise 
as much as possible out of savings. The 
degree to which we rely on inflationary 
bank credit will largely determine 
whether or not we can maintain stable 
purchasing power.” 

Whatever the aspect of inflation that 
may be discussed, Mr. Murphy said, the 
most basic thing to watch is the money 
supply and its relationship to produc- 
tion. During much of the postwar period, 
he added, there has been an excess of 
capital expenditures over the volume of 
national savings, and the additional 
funds demanded were made available 
through the banking system. 

“It should be noted,” said Mr. Murphy, 
“that since there is a limit to the ex- 
pansion of bank credit that can be put 
into effect without producing a rising 
price level, we need to stress the impor- 
tance of an increase in saving to provide 
the means for industrial expansion.” 
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New “How to Do It’? Book 


on Mortgage Lending 


A new guide to all phases of real 
estate financing, of special value to 
younger practitioners in this field, has 


| been contributed by Willis R. Bryant, 





SS 


MORTGAGE 
LENDING 


FUNDAMENTALS 
AND PRACTICES 









Reviews recent developments 


vice-president, American Trust Com- 


| pany, San Francisco, California. 


In his just-published 375 page book, 


| “Mortgage Lending—Fundamentals and 


Practices,” he has drawn upon his know- 


| how as a commercial bank officer and 
| also his teaching experience as instructor 


for the American Institute of Banking 
and the evening program of the Univer- 
sity of California. 

Following a review of developments 
in mortgage financing for the past 30 
years, Mr. Bryant describes in detail 






the procedures involved from the initial 
loan application to the final closing. He 
covers interviewing techniques, appraisal 
practices, legal aspects, loan servicing 
operations, and other practical phases 
in the administration of a mortgage 
loan portfolio. 

The up-to-date study also includes 
information on new trends such as loan 
warehousing, discount operations, latest 
VA and FHA operating procedures, etc. 

Sponsored by the Mortgage Bankers 
Association of America, the book is 
published by McGraw-Hill Book Com- 
pany, Inc., and sells for $6.75. 
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Bank Stocks 
Gaining in Favor 

Bank stocks, long shunned by invest- 
ment circles because of their modest 
earnings and unspectacular progress, are 
being looked upon with increased favor 
by many financial experts in the face 
of sharp reversals in many cyclical indus- 
tries. 

Investment and stock brokers, for 
example, are pointing out that commer- 
cial banks can’t miss experiencing an- 
other year-to-year operating gain in 
1956, possibly running as much as 10 
per cent above 1955’s record performance. 
They add that most bank stocks are 
generally underpriced on the basis of 
investment standards, and all are rated 
at top quality rankings of A and A-. 

However, spectacular postwar advances 
in other industries have tended to over- 
shadow impressive gains in banking 
circles, leaving bank stocks stigmatized 
as not being growth issues. 

Responsible factors. The production 
cutbacks in automobile and farm equip- 
ment industries, among others, served to 
awaken a new interest in bank stocks, 
particularly in view of tight credit poli- 
cies of the Federal Reserve and renewed 
demand for working capital among the 
basic industries. Then, too, rising con- 
sumer installment and mortgage credit 
has placed increased demands on loan- 
able funds, resulting also in more favor- 
able lending terms for the banks. 

These factors have swung renewed 
attention to top quality bank issues, 
which have paid steady and dependable 
dividends over the years. 

Over the past 10 years, for instance, 
the banking industry has shown a divi- 
dend yield of approximately 4.4 per cent, 
compared to 4.6 per cent for the chemical 
industry and 5.1 per cent for the con- 
tainer industry. The respective yields 
this year are expected to reach 4.4 per 
cent, 3.7 per cent and 4.3 per cent. 

Gain predicted. Moreover, some invest- 
ment services predict that by 1960 lead- 
ing bank stocks will have appreciated 
25 per cent to 27 per cent, whereas 
respective gains of 20 per cent and 12 
per cent are forecast for the chemical 
and container industries. 

These assumptions have prompted 
many investment firms to take a closer 
look at such stalwart banking stocks as 
Guaranty Trust, Bank of America, Irv- 
ing Trust and Marine Midland, where 
dividends have averaged 4.7 per cent, 
5.0 per cent, 4.9 per cent and 5.1 per 
cent, respectively, over the past 10 years. 
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Will it still be your customers business 


...when one of the owners dies? 


ghee DEATH of a partner or working 
stockholder can deal a hard blow to 
any business. But bankers can help their 
customers to be prepared. Connecticut 
Mutual business life insurance cushions 
such blows by providing money to solve 
the problem. 


. How can your customer protect 
himself against an inexperienced 
heir coming in to run his business ? 


A: First a buy-and-sell agreement 
must be prepared by an attorney. 
This will make it possible for the 
surviving Owner or owners to buy 
the deceased associate's share. Con- 
necticut Mutual business life insur- 
ance will supply the money. 


‘S 


A customer firm would like to plan 
to continue paying part of each 
partner’s salary to his family in case 
one of them dies. But without his 
contribution to the firm, how can 
they afford to do this ? 


A. Connecticut Mutual business life 
insurance will guarantee such an 
income. 


Q: Would a customer have to liquidate 
the business to give a partner’s 
heirs their share ? 


A: Not when there’s Connecticut 
Mutual business life insurance. It 
will provide funds to pay the real 
value of a deceased partner’s share. 
Liquidating might yield only a 
fraction of real value. 


“ovember, 1956 


. Where would a customer get mon- 
ey to find and pay a replacement 
for an owner-executive ? 


A: Connecticut Mutual business life 
insurance will provide funds to 
make a sound financial arrange- 
ment with a good new man. 


Because business life insurance is so 
important to every financial and man- 
agement man, Connecticut Mutual years 
ago set up a special department for it. 
There are Connecticut Mutual men near 
you who are trained in funding buy- 
and-sell agreements for partnerships 
and closely held corporations. 


Th 
CONNECTICUT 


Founded in 1846, Connecticut Mutual 
was one of the earliest and is today one 
of the largest writers of life insurance 
for specialized business purposes. Not 
only are its policies particularly adapted 
to business life insurance needs, but 
comparisons will show that its costs are 
among the lowest. 


FREE BOOKLETS ON 
BUSINESS LIFE INSURANCE 


Particularly useful to bankers who are 
concerned with the continued financial 
soundness of their customers is a series 
of booklets, one on each of the basic 
kinds of business life insurance. Send 
for one or all of them. Most of your cus- 
tomers really need one or more of them 
to assure the lives of their businesses. 


MUTUAL LIFE 


INSURANCE COMPANY + HARTFORD 


Dept. BU-11, Hartrorp, Conn. 


) Partnership life insurance 
[] Close Corporation life insurance 


Name 


THE CONNECTICUT MUTUAL LIFE INSURANCE COMPANY 


Please send, without obligation, booklets on the subjects checked: 


() Proprietorship life insurance 
(_] Key Man life insurance 





Bank 





Street 





City 


State 





13 





























A close look at tight money 


Straight talk about banks and small business 


Much of what is being written and 
said today about small business not 
getting its share of bank credit fails to 
square with the record. 

Banks are doing their level best to 
meet the credit needs of small busi- 
ness. There is ample evidence of this. 

At Chase Manhattan, for example, 
commercial and instalment loans 
in amounts ranging from $1,000 to 
$100,000 made to small business 
increased 31% in number during 
the past year. 


Current reports from many sections of 
the country demonstrate that a good 
percentage of the nation’s banks show 
trends similar to Chase Manhattan’s. 

This is not to imply that anybody 
who wants a loan today can walk into 
a bank and get it. 


Money is tight. Right now the de- 
mand for credit from banks is bigger 
than the supply. Borrowers large and 
small are competing for money. But 
it’s not their size that’s really impor- 
tant. What primarily determines 
whether a business loan will be made 
is the credit worthiness of the appli- 
cant. Bankers are supplying credit to 
business and commerce for current 
needs, and figures indicate small busi- 
nesses are getting their fair share of 
the money available. 

This is the situation today. Back of 
it there is a simple banking philosophy. 

Bankers like to lend money. It’s 
their bread and butter. But sometimes 
loans have to be turned down. Re- 
member, bankers are not lending their 
own money. Bank loans are made 


(One of a series of advertisements appearing in New York City newspapers) 


from money entrusted to banks by 
depositors. Therefore bankers must 
use sound judgment and common 
sense. 


This sums up the general position 
of commercial banks about loans to 
small business today. We believe it is 
a sound position...one that gives 
everybody in the business community 
a fair chance at available bank credit. 


THE 


CHASE 
MANHATTAN 
BANK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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Business-Building Ideas 
From FPRA Meeting 


Better selling of banking services and 
improved staff relations were primary 
aims of 915 delegates attending the 
Financial Public Relations Association’s 
41st annual convention in Dallas, October 
7-11. 

The well balanced, four-day working 
program encompassed 52 separate busi- 
ness sessions, in which 169 members took 
part as panel members and discussion 
leaders. Experts in their fields, they cov- 
ered every phase of bank public relations 
and business development. 

New officers. The delegates also elected 
officers for the 1957 term. The new 
FPRA president is William E. Single- 
tary, vice-president, Wachovia Bank and 
Trust Company, Winston-Salem, North 
Carolina. He succeeds W. W. Delamater, 
vice-president, Tradesmens Bank and 
Trust Company, Philadelphia, to that 
post. 

The other new officials are: first vice- 
president, Orrin H. Swayze, executive 
vice-president, First National Bank, 
Jackson, Mississippi; second vice-presi- 
dent, E. T. Hetzler, vice-president, Bank- 
ers Trust Company, New York City; 
third vice-president, Reed Sass, vice- 
president, The Fort Worth (Texas) Na- 
tional Bank; and treasurer John L. 
Chapman, vice-president, City National 
Bank and Trust Company of Chicago. 

One of the featured guests at the con- 
vention was Mrs. Ivy Baker Priest, 
United States Treasurer. Her appearance 
at the Statler Hilton headquarters was 
marked by the literal rolling out of the 
red carpet. A short while later she added 
to the business program as a panel mem- 
ber on the trust development depart- 
ment covering “The Importance of 
Women.” 

Other top-level nonbanking speakers 
were John Fox, president, Minute Maid 
Corporation, New York City, J. Roger 
Deas, public relations director, American 
Can Company, New York City, and Dr. 
Peter P. Klassen, associate professor at 
the University of Illinois. 

Dr. Klassen felt the horizons of banking 
are unlimited if the banker is bold in his 
planning and daring in the execution of 
his plans. Our expanding population and 
the associated growth in business should 
increase the American standard of living, 
which the banker must consider in his 
planning, he continued. 

“All of this,’ he concluded, “will re- 
quire a vast outlay of capital, in which 
the banks will play an important role.” 

Urban trends studied. Dr. Klassen con- 
dueted a four-hour school of sociology for 
FPRA members. He is a_ recognized 
authority on urban dynamics and the 
— of free competition on the market 
place, 

“An awareness of the cultural back- 
giounds of groups and individuals and 
knowledge of the reasons for existing 
differences in customs will aid a bank’s 


November, 1956 











FPRA officers: Messrs. Singletary, Swayze, Hetzler, Sass and Chapman 


More savings, better public relations, are two primary goals 


growth,” said Dr. Klassen. “By knowing 
the reasons for existing differences in 
customs and conventions, we become not 
only more tolerant and approachable, but 
also place ourselves in a better position 
to sell ourselves and the interests we 
represent.” 

Mr. Fox, in his speech before a special 
business luncheon, outlined “What it 
Takes to Be a Manager.” 

“Most important of all,” he said, “is 
character and integrity. It is from this 
quality that loyalty and trust of employ- 
ees and the public is based.” 

Drawing upon his own experience, he 
cited a positive attitude and faith as 
being necessary to successful business 
leadership. 

“A manager must believe in himself 
and what he is doing,” Fox declared. “He 
must inspire his staff. He cannot fear the 
real or fancied problems that are a daily 
occurrence in the business world.” 

Informal sessions. Audience participa- 
tion, an FPRA trademark, was strong 
at this year’s 15 departmental and 35 
clinical sessions. As many as 12 of these 
programs were running simultaneously, 
and delegates brought out their problems 
from the floor for group discussion and 
solution. Audiences were frequently 
changing, too, as delegates circulated 
from room to room to take in as much as 
they could. 

Stepped up advertising and stronger 
selling of savings seemed to be the major 
theme of most speakers. This spirit was 
ably conveyed by William P. Scott, vice- 
president, La Salle National Bank, Chi- 
cago, when he stated that bankers com- 
plaining about competition for savings 
dollars would do well to stop grousing 
and go after those dollars. This is the 
best answer to the problem, he added, for 
the banker who sits down to map out a 
campaign of intelligently merchandising 
savings will turn the tide of receding 
savings deposits into one of steady 
growth. 


G. Edwin Heming, manager of the 
advertising department of the American 
Bankers Association, pinpointed a num- 
ber of “New and Effective Advertising 
Ideas for Building savings Deposits.” 

Selling points. Convenience of loca- 
tion, friendly personal service, interest 
on deposits without having to make an 
investment, safety through sound man- 
agement and deposit insurance, and the 
fact that commercial and savings banks 
have a greater number of savers and a 
greater volume of savings than any other 
type of thrift institution are some of the 
features being stressed in current cam- 
paigns, he added. 

Another recent development in savings 
promotion is that more and more banks 
are using advertising designed to get 
traceable results, he said. 

The Hill-Dodge Banking Company of 
Warsaw, Illinois, for example, brought 
in 332 new savings accounts amounting 
to $67,750.00 during its 10-week “A 
Flight to Disneyland” contest. All de- 
positors were eligible for the top prize of 
airplane transportation, hotel accommo- 
dations and guided tours through Disney- 
land. Total cost of the campaign, which 
included use of five newspapers, two 
radio stations, and two television sta- 
tions, as well as the cost of transporta- 
tion, rooms, meals and tickets of admis- 
sion for the winners amounted to $4,000. 

Among the many institutions Mr. Hem- 
ing cited for advertising innovations was 
The Bowery Savings Bank, New York 
City. The bank has been using coupons in 
newspaper advertising for many years. 
These coupons ask for direct action in 
connection with the bank’s packaged sav- 
ings campaign. Through one of its top 
coupon-producing ads the bank had re- 
ceived 90,000 coupons. Over 10,000 of 
these inquiries resulted in the opening of 
savings accounts at the bank. 

Continuous savings program. Frank R. 
Swan, vice-president, City National Bank 
and Trust Company, Oklahoma City, 
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to sound 
bond portfolio 
management 








Ore banks look 
to their New York 
correspondent for advice on 
bond portfolio management. 
First National City 
correspondents know they 
can depend on the quality of 
the advice they receive 
because it comes from the 
same able, experienced 

men who supervise the 
Bank’s own investments. 


If your bank could profit 
from this top-quality 
guidance—or from First 
National City’s complete 
securities handling service— 
_we'd be glad to tell you 
more about it. Why not call 
on First National City first? 


Delmont K. Pfeffer, Vice President, and 
Leo A. Kane, Vice President in charge 
of our Bond Department, head First 
National City’s team of “‘bond experts,” 
including Assistant Vice Presidents: 
A. J. Accola, G. E. Barnett, R. C. 
Bush, J. F. Connelly, J. H. Fleiss, 
A. W. McGrath and D. B. Seudder. 








YEARS OF EXPERIENCE with major 
underwritings of State and Municipal 
Bonds for such projects as schools 
like the one shown at left lend 
authority to the Bank’s advice to 
correspondents in this important 
field of investment. 


“IRST 
NATIONAL CITY BANK 
of New York 


Head Office: 55 Wall Street, New York 
69 Overseas Branches, Offices, and Affiliates * 75 Offices in Greater New York 
Around-the-clock Transit Service e Collections e« Credit Information 
Bond Portfolio Analysis « Complete Securities Handling Facilities 
Dealers in State and Municipal Bonds «+ Participation in Local Loans 
Personalized Service « World-Wide Banking Facilities 
Complete Metropolitan New York Offices Coverage 


Member Federal Deposit Insurance Corporation 
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Oklahoma, emphasized that bank adver- 
tising for savings must be continuous. 

“But getting a new customer,” he cau- 
tioned, “is not the whole show; we must 
go further! We must see to it that our 
staff is enthusiastic and helpful; because, 
properly treated, this new customer is a 
potential user of other bank services. He 
will also be an excellent, unpaid salesman 
for his bank.” 

Charles E. Finley, president of the 
Industrial State Bank of Kalamazoo, 
Michigan, supported Mr. Swan’s conten- 
tion. 

“A satisfied customer is one of the best 
of all advertising media,” Mr. Finley 
said. “An unhappy or disgruntled cus- 
tomer, regardless of the reason for his 
feeling, can lose banks more business 
than excellent promotion can build up. 
Even a person whose loan application is 
rejected will go away with a friendly 
attitude if the banker uses tact, sympa- 
thy, and understanding in discussing the 
loan.” 

William A. Lank, president of The 
Farmers National Bank of Bloomsburg, 
Pennsylvania, noted that bank manage- 
ment places earnings and growth in the 
forefront of its program, but staff rela- 
tions is crowding these items as to im- 
portance. The bank with a good staff 
relations program, he added, is usually 
the growing bank, as it is a truism that 
the average employee is the bank itself 
to most customers. 

He recommended that banks have staff 
relations officers to work out solutions to 
employee recruitment and tenure prob- 
lems. Staff relations, he continued, is a 
technical job that places emphasis on the 
human side of employees. He cited as 
essential such benefits as vacations, sick 
leave, pension programs, and _profit- 
sharing. 

“Every officer and employee is in effect 
a salesman for the bank in addition to 
his other duties,” said Robert Lindquist, 
vice-president, Harris Trust and Savings, 
Chicago. “Organizing for business devel- 
opment in a commercial bank, therefore, 
must be concerned with the training and 
stimulation of a large force of ‘amateur 
salesmen’ comprising practically the en- 
tire staff of the bank.’ ’ 

Incentives needed. The way to develop 
a good corps of salesmen, added Gould R. 
Kardashian, assistant vice-president, The 
Chase Manhattan Bank, New York City, 
is to set up a proper incentive program. 
Better incentives, he contended, will 
bring greater sales. 

“You can create all sorts of incen- 
tives,” he continued, “beginning with a 
simple pat on the bank and going all the 
way to the ultimate of a promotion and a 
raise. The latter is suggested in the event 
that there are still some bankers who are 
unaware of that arrangement.” 

Joe H. Davis, vice-president of The 
First National Bank of Memphis, Ten- 
nessee, said that every bank has a three- 
fold responsibility; to operate soundly 
and profitably and to be mindful of the 
best interests of its customers and th 
community; to provide good service; and 
to participate in civic endeavors and 
stand in the forefront of leadership in 
those forces that make for community 
well-being. 

“We must, by all means,” he added, 


Burroughs Clearing House 


























“advertise our services. Advertise them 
frequently and honestly, and then back 
up what we say with what we do and how 
we do it.” 


° ° ¢ 


Consumer Finanee Chair 


The Family Finance Corporation, Wil- 
mington, Delaware, has set up a chair 
in consumer credit at the University of 
Pennsylvania. It is believed to be the 
first fund of its kind in the United States, 
according to Dr. Gaylord P. Harnwell, 
president of the university. 

Dr. Frank Parker, professor of finance 
at the Wharton School for 35 years, has 
been named first incumbent of the chair. 
His research will be centered on those 
areas of consumer credit where collec- 
tion and collation data may be useful to 
various agencies operating in the con- 
sumer credit field. His studies will also 
help shape their credit and collection pol- 
icies in ways that will contribute effec- 
tively to an economically sound national 
consumer credit structure. 

Dr. Parker’s activities as educator, 
author, and analyst in consumer credit 
began in 1929. He has a nationwide rep- 
utation for extensive research as well 
as for counseling numerous consumer 
finance companies and banks. 
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British Bank Resurgence 


England’s banking system has under- 
gone tremendous postwar development. 
It now has a branch network almost 
equal to prewar standards. 

Different banks, however, have opened 
new offices at varying speeds. The Na- 
tional Provincial Bank, for example, now 
has some 1,427 branches, or 103 more 
than in 1938. The Westminister Bank 
has increased its branch system from 
1,098 to 1,150. Barclays Bank and the 
Midland Bank at 2,143 and 2,131, respec- 
tively, are near their prewar counts. 

Banks headquartered in North Eng- 
land are also expanding. Martins Bank 
now has 22 more branches at 606 and 
Williams Deacon’s is up to 217 from 
209. The District Bank is only slightly 
under its 1938 figure. 

Many of the new branches are more 
than wartime casualty replacements. 
They are servicing new cities that have 
sprung up as thousands of people leave 
the overcrowded areas in such indus- 
trial cities as London, Birmingham and 
Glasgow. 

So complete is the British banking 
system that some industrial plants, which 
are remote from centers of population, 
such as oil refineries, have a branch 
of one of the big banks on their premises. 

Mergers, and the _ casualties of 
competition, on the other hand, have 
eliminated many institutions that had 
survived the bombings and _ personnel 
shortages of the war. 

More and more people, however, are 
realizing the advantages of checking 
accounts. This new _ business has 
prompted many banks to. establish 
branches in residential areas that were 
onee considered uneconomical as branch 
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yo GET your clients off to a 
good start when you sell them 
First National City Bank Travel- 
ers Checks. Wherever they’re go- 
ing, their trip will be more carefree 
if they’re carrying this well-known 
travel currency—spendable like 
cash without the risks of cash. If 
lost or stolen, NCB Travelers 
Checks are fully refunded. 

You reap extra profits, too, in sell- 
ing NCB Travelers Checks, be- 
cause you remit to us only 10% 
of the selling commission—90% is 
yours to keep. These travel checks 
are well known around the world 
and have been carried by travelers 
for over half a century. An exten- 
sive advertising campaign directs 
all prospects to Buy at Banks. 
Free sales aids include a kit, tai- 
lor-made for your use, to tie in 
with this national effort. 














to extra 
customer 


good wll 


HANDY. NCB Travelers Checks 
buy goods and services on any trip 
anywhere...live up to their repu- 
tation as “The Traveler’s Friend”! 








NCB TRAVELERS CHECKS pro- 
tect your clients’ travel funds just 
as your safe deposit vaults protect 
their valuables back home. They 
are backed by The First National 
City Bank of New York. 


The FIRST 


NATIONAL CITY BANK 


of New York 


REMEMBER THESE FACTS ABOUT FIRST NATIONAL CITY BANK TRAVELERS CHECKS: 





¢ Safe—fully refunded if lost or stolen 
e Spendable like cash—instantly recognized around the globe 


e Convenient—come in $10, $20, $50 and $100 denominations 


e Inexpensive insurance for travel funds—cost only $1 per $100 
¢ Good until used—backed by The First National City Bank of N.Y. 









Member Federal Deposit Insurance Corporation 
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major 
engineering and 
research center 


Geographical engineering 
center of the nation, with 
over 45 major Engineer- 
ing and Research activi- 
ties. Combined expendi- 
tures exceed $100,000,000 
annually in fields of 
industry, commerce, 
science and 

medicine. 

























for all your Pittsburgh 
correspondent needs J 


Peoples First National 
offers you every special- 
ized correspondent serv- 
ice designed to suit every 
need. We will be happy 
to discuss your particular 
correspondent require- 
ments. 
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FIRST 











PEOPLES FIRST 
NATIONAL BANK & 
TRUST COMPANY 
Correspondent Bank Dept. 
Pittsburgh 30, Pa. 


Member 
Federal Deposit Insurance 
Corporation 



























Natives are among best customers at expanded Goroka branch 


Successful Banking Outpost 


Banks and other financial institutions 
have shown remarkable enterprise in 
the postwar years through the estab- 
lishment of profitable branches in unde- 
veloped areas. Few banks, however, can 
boast of having a branch in operation in 
some remote spot nearly 2,000 miles from 
the head office, as has the Bank of New 
South Wales, Sydney, Australia. 

The bank has provided its services in 
Goroka, New Guinea, since September, 
1954. Goroka is situated in the highly 
inaccessible New Guinea highlands, some 
115 miles from Lae. Transportation to 
and from the area has been limited to 
airplanes. Its rapid expansion, however, 
has prompted the construction of a road 
from Goroka to Madang, a coastal city 
60 miles to the north. 

Early this year the bank opened the 
new quarters shown in the accompany- 
ing photo for its expanding operations 
in Goroka, an area that is particularly 
suited to coffee and vegetable growing. 
The city has developed into a center for 
a European population of about 500. Its 
principal inhabitants are natives. There 
are an estimated 316,000 in the immedi- 
ate vicinity. Many of them are employed 
on the coffee plantations. 

Before World War II, many of the 


local tribes were warlike. Some even re- 
garded roast human as essential to a 
balanced diet. During recent years, how- 
ever, the New Guinea Administration has 
discreetly educated them out of these food 
fads and encouraged agricultural expan- 
sion. The natives are now growing green 
vegetables and potatoes which have a 
ready market in New Guinea. 

The bank has found a need for its 
services among the Europeans. The na- 
tives are also becoming customers. For 
purposes of identification, the native 
customer is photographed and the photo- 
graph is placed in his passbook. The pro- 
cedure has appealed to the ego of the 
tribesman. 


Pay °N° Save Plan 


The Alton (Illinois) Banking and 
Trust Company has introduced a copy- 
righted forced savings plan that enables 
its customers to save for a specific goal 
or set aside funds for future needs while 
paying off another loan or purchase. 

Under its new Pay ’N’ Save Plan, the 
customer decides the amount in the 
$100-$5,000 range that he would like to 
save over a specified period of time, 


Direct mail pieces contributed to success of savings promotion 












THIS CHECK FOR 
$319.20 IS YOURS... 
FOR IMMEDIATE DEPOSIT 





Alton Banking & Trust Co. 


Burroughs Clearing House 
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The First National Bank 
of Chicago 


Statement of Condition September 26, 1956 


ASSETS 
Cash and Due from Banks ; 
United States Government Obligations ‘ 
Other Bonds and Securities 
Loans and Discounts , 
Real Estate (Bank Buildings and Adjacent Property) 
Federal Reserve Bank Stock ‘ 
Customers’ Liability Account of Acceptances 
Interest Earned, not Collected 
Other Assets 


LIABILITIES 
Capital Stock 
Surplus. 
Undivided Profits . ° 
Discount Collected, but not Earned ° ° 
Dividends Declared, but Unpaid 
Reserve for Taxes, etc. 
Bills Payable 
Liability Account of Acceptances 
Time Deposits . 
Demand Deposits 
Deposits of Public Funds 


$ 532,266, 405.60 
1,713, 461,638.05 
222,815, 267.75 





Liabilities other than those above stated 


$ 572,744,684.80 
632, 857,826.51 
145, 277, 758.09 
1,466,640, 600.48 
1,396, 011.66 

6, 450, 000.00 

3, 452, 834.57 
7,524, 968.11 
952,994.69 





$2,837, 297,678.91 








$ 100,000,000.00 
115,000, 000.00 
10,035, 233.19 
5,350, 795.18 
2,000, 000.00 

31, 527,365.93 
101,000, 000.00 
3,820,979. 76 


2,468, 543, 311.40 
19,993.45 





$2, 837, 297,678.91 





United States Government obligations carried at $278,522,644.30 are pledged 
to secure United States Government and other public deposits, trust 
deposits, and for other purposes as required or permitted by law. 


Board of Directors 


JoserH L. Block 
President, 
Inland Steel Company 

Epwarp E. Brown 
Chairman of the Board 

CuessER M. CAMPBELL 
President, 

Tribune Company 

J. D. FARRINGTON 
Chairman of the Board, 
Chicago, Rock Island and 
Pacific Railroad Company 
MarsHALL FIELD, JR. 
Editor and Publisher, 
Chicago Sun-Times 

James B. Forcan 
Vice-Chairman of the Board 
Wa ter M. HEYMANN 
Executive Vice-President 
Henry P. IsHam 
President, Clearing Industrial 
District, Inc. 

James S. KNOWLSON 


Chairman of the Board, 
Stewart-Warner Corp. 


Homer J. Livincston 
President 


HucGuston M. McBain 
Chairman of the Board, 
Marshall Field & Company 

Harry C. Murpuy 


President, Chicago, Burlington 
& Quincy Railroad Company 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


Building with Chicago since 1863 
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Louis B. NEUMILLER 


Chairman of the Board, 
Caterpillar Tractor Co. 


James F. Oares, Jr. 


Chairman, The Peoples Gas 
Light and Coke Co. 


WILLIAM Woop PRINCE 


President, Union Stock Yard 
and Transit Company of Chicago 


GILBERT H. ScRIBNER 
Winston &4 Company 


R. Douctas STUART 


Chairman of the Board, 
Quaker Oats Company 


Louis WaRE 


President, International 
Minerals &4 Chemical Corp 


C. J. WHIPPLE 


Chairman of the Board, 
Hibbard, Spencer, Bartlett & Co. 


Joun P. WiLson 
Wilson & McIlvaine 


Rosert E. WILson 


Chairman of the Board, 
Standard Oil Company (Indiana) 


Rosert E. Woop 


Chairman, Finance Committee, 
Sears, Roebuck and Co. 
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anywhere from one to five years. The 
bank then deposits this sum in a savings 
account along with the interest it would 
normally receive for a loan of like size, 
according to Lawrence Keller, Jr., pres- 
ident of the bank. 

If the customer, for example, wants 
to save $500 in one year, the bank will 
deposit $531.96 in his account, and this 
amount is to be repaid in 12 monthly 
installments of $44.33. The saver signs 
a regular non-interest bearing instalment 
note and pledges the savings account as 
collateral. 

A monthly payment plan is then set 
up and a coupon book sent to the cus- 
tomer. At the end of the specified time, 
if he has kept up his payments, his 
note is returned along with the savings 
account passbook. 











Meantime, he has received life insur- 
ance coverage for the amount of the 
loan at no extra cost. In addition, the 
bank makes interest payments twice a 
year to the customer on the amount he 
has paid in. 

Under the program, borrowers at the 
bank can double the amount of an ap- 
proved loan and double the payment 
period to set aside funds for future 
needs. When the contract is terminated, 
the customer has paid off his original 
loan and acquired a savings account 
equal to the original loan, plus interest. 

If a customer falls behind in his 
monthly payments under either program, 
a regular instalment loan collector calls 
on him for the instalment. 

In its first two weeks of operation, the 
Pay ’N’ Save Plan almost tripled an- 
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First Western Bank 
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Member Federal Deposit Insurance Corporation 
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ticipated results. The bank also found 
that the average loan was running close 
to $1,000, with payments extending over 
a 30-month average. It had not expected 
this heavy response, despite a strong 
advertising campaign that took advan- 
tage of newspaper ads, outdoor advertis- 
ing, direct mail and window disp’ays. 
One of the direct mail pieces used in 
the promotion is shown on page 18. 

An employee sales contest was also 
created to supplement the advertising 
program. It was kicked off a week 
before the general public announcement 
with a sales dinner. The employees were 
divided into teams headed by bank direc- 
tors. Daily and weekly cash prizes, plus 
team and individual grand awards were 
used as incentives. 

The Pay ’N’ Save Plan is now being 
extended to include a group plan for 
small business and industry. The em- 
ployer has a choice of three different 
methods: the first is a bonus type plan, 
with the employer paying the full amount 
for the year; the second or split plan 
calls for the employee and employer to 
match dollars; the third arrangement 
calls for employer to withhold an agreed 
amount from the employee’s check each 
month. This money is sent to the bank 
as payment into a regular Pay ’N’ Save 
account. 
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Sales Training Kit 


The First National City Bank of 
New York City is using a new “pocket 
sound film” training device to teach 
selling and public relations skills to tell- 
ers and other front-line personnel. 

The training device is known as ‘Tell- 
ers Tell How to Build Bank Business.” 
It consists of three 3344 rpm recordings 
and three picture sequences printed on 
accordion folders, a novel adaptation 
of the conventional slide-sound film. The 
pages of each folder are turned by the 
viewer as the records are played. 

Available for use by other banks, the 
sales training kit gives many examples 
of the right and wrong ways to handie 
typical situations with customers. Among 
the topics explored is the “cross selling” 
of new services to existing customers. 
Such opportunities may arise through 
casual conversation at the teller’s win- 
dow. A customer says, for example, “I 
won’t be seeing you for a while. I’m 
going to Bermuda.” This is the teller’s 
cue to promote travelers’ cheques. 

The kit is also designed to show 
employees how to make each depositor 
feel welcome, important, protected and 


at ease. 


One of the advantages of the presenta- 
tion is that the audio message is repro- 


Training device in action 











Burroughs Clearing House 

















eowzrmyTt™= * 


se 











Here you see ‘‘Ad”’ Schultheis, a PNB officer, cast- 
ing a constructive eye on a correspondent bank’s 
operations. (At the correspondent bank’s invita- 
tion, we hasten to add.) ‘“‘Ad’”’ Schultheis spends 
much of his time doing just that. So do the other 
PNB men who make up our “Methods Survey” 
group. 


Their job is to appraise objectively the corre- 
spondent’s ways of working . . . of using its people 
and equipment ... in the light of today’s newest 
banking techniques. They know that what works 
best for one bank is not necessarily the solution 
for another—but they are also quick to recognize 
where a change will result in better work, more 
efficiently handled. 


Nevember, 1956 


Their analyses and recommendations, always 
made on the basis of the correspondent’s individual 
operations, have been valuable to many banks. This 
is another of the “plus values’”’ of PNB correspond- 
ent service. We’d welcome the chance to tell you 
more about this service. 


THE PHILADELPHIA 
NATIONAL BANK 


Organized 1803 e PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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duced in full on the accordion-like pam- 
phlet once it has been completely un- 
folded. The employee keeps the pamphlet 
to refresh his memory. 

The presentation 


sound films. 


Local Products Featured 
in Bank’s Display Area 
A specially-built display area featur- 


made in three 
meetings, one for each of the pocket 
Fifteen minutes is the min- 
imum requirement for each session, but 
30 to 45 minutes may be needed if the 
showing is followed by group discussion 
of the material. 


ing exhibits of products manufactured 


in the community has proved to be a 
highly successful venture for the First 
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A point we'd like to make 


Just as football depends on the services of 
specialists for those important extra points 
and the field goals, your “First”? man relies 
on the experience of every officer in the 
bank to help with your correspondent 
problems. 


Many of these officers are specialists in their 
particular fields. Regardless of your problem, 


they gladly offer their experience and “know- 
how.” 


Whenever we can be of any service, we want 
you to... 


think first of 
THE 


First National 


BANK OF MEMPHIES \MENPHis, TENNESSEE 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 














MADE IN ELKHART 


Alka Seltzer’s ingenious display captured the interest of both youngsters and adults 


One of many exhibits featuring products built in area 


National Bank of Elkhart, Indiana. 

The exhibits are scheduled for a two 
week period, but demand for the space 
is so strong that it is already allocated 
four months in advance, according to 
Jack A. Donis, assistant vice-president. 

The first display was a trailer which 
had to be assembled in the lobby in two 
separate parts. This was followed by 
displays of manufacturers of a _ wide 
range of products including aluminum 
windows, mercury relay switches, rail- 
road equipment, car windows, sliding 
door hardware, shower cabinets, bank 
instruments, Alka Seltzer, floor main- 
tenance equipment, and fire fighting 
equipment. 

For a change in pace the dairies in 
Elkhart displayed a real live Jersey 
cow. It was milked every day at noon. 
Free milk was given to all visitors. The 
ice cream manufacturers also had a dis- 
play in the lobby. They distributed over 
1,500 ice cream cones during a three-day 
period. 

Civic enterprises also use the lobby 
area. The League of Women voters, for 
example, recently demonstrated voting 
machines, and the City Plan Commission 
displayed the map of the new zoning 
ordinance for the public. 

Customer response to the bank’s pro- 
gram has been most gratifying. The man- 
ufacturers are also pleased with the 
comments received fom the townspeople 
who although living in the community 
for many years had no idea of the vari- 
ety of products produced in the area. 
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New Airport Branch 


The new Bank of America office at the 
San Francisco International Airport is 
reportedly one of three complete banks 
in operation at major airports in this 
country. The other two are located at 


Complete banking services 
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Now! Exclusive process makes copies in 
just 4 seconds...ends paperwork bottlenecks! 














“We'll need 6 extra copies of these estate transactions.”” Now your "I'll copy that statement if you'll wait 4 seconds.’ Fast action like 


ne 








trust department can give estate members copies of any transactions 
when they want them. And without costly retyping with possible 
errors. The All-Electric THERMO-FAX Copying Machine gives you 
copies in 4 seconds for less than 5¢ each. 


SAFE DEPOSIT VAULTS 











“Now our customers have a copy...and originals stay safe.”” A 
complete copying service like this wins customers your way . . . and 
pays for itself quickly with dividends. Besides your own uses, this 
All-Electric machine lets customers copy important papers, take the 
copies and leave originals safe. Let us show you how it works. 


this means better customer relations. Whether for customer com- 
munications or executive information, 4-second copies of statements, 
tax reports, letters, financial data, etc. mean faster, surer business 
decisions because everyone has all the facts. 

















New “Fourteen” 
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All-Electric machines eliminate liquids, negatives. Only the com- 
pletely dry process THERMO-FAX Copying Machine has the one- 
step simplicity that eliminates all chemicals, liquids or negatives. 
See the new wide-width model for copies of 14” x 17” papers. Find 
out how All-Electric copying can end your paperwork bottlenecks. 





+t 22. 
we oe The terms THERMO-FAX, SECRETARY and FOURTEEN 
£ # are trademarks of Minnesota Mining & Mfg. Co., St. 
+4 hd Paul 6, Minn. General Export: 99 Park Avenue, New 
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No other copying machine offers bankers such speed and simplicity. 


No other machine gives you completely dry process, one-step copying. 
The cost? As low as $329.00... less than many typewriters. 


Send coupon below for full details. 


Minnesota Mining & Manufacturing Company . 
Dept. KR-116, St. Paul 6, Minnesota 


Send details on the time-saving, money-saving THERMO-FAX Copying Machine checked 
below. 


O New, wider-width Model "Fourteen" 


4 Thermo-Fax 


WY copvine PRODUCTS 


0 New, restyled "Secretary" Model 








Bank Name 





Address 





York.16, N. Y._In Canada: P. 0. Box 757, London, Ont. 


| 

| 

| 

| 
Name — - _ laieepgiundhebcheammniain | 

| 

| | 

! | 

| | 





“ovember, 1956 


23 








Neutracel: the newest reason why Hammermill Bond 
prints better, types better, looks better 
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THE MAGIC OF NEUTRACEL 





Now hardwoods finer fibers help 


Hammermill Bond fold more neatly 


AVE YOU SEEN the new Hammermill 
Bond? From the crispness of the 
letterhead, the sharpness of the typing, 
to the final, neater folding of the letter, 
you'll see qualities you like to have in 
your office stationery and business forms. 
New printing methods and new office 
equipment created the demand for 
specific paper qualities best obtained 
by blending different papermaking 
fibers. Now with the exclusive proc- 
ess that produces Neutracel® pulp, 
Hammermill has unlocked the special 
papermaking qualities that nature 
grows in northern hardwoods. 

The new Hammermill Bond, made 
from Neutracel and other bright, sturdy 
pulps, folds more easily and neatly. 
That’s true because Neutracel helps the 
blend of fibers knit together more 
closely and evenly. The result is a 
clearer, more attractive formation—a 
smoother, velvety surface. You get better 
printing, typing, writing and carbon 
copies. And, Neutracel imparts greater 
opacity and bulk to make your letters 
more impressive. 

Only a few months ago. Hammermill- 
invented centrifugal cleaners were in- 


stalled to make Hammermill papers 
cleaner than ever before. To that im- 
portant development, we now add 
Neutracel, a $6.000.000 step forward 
to bring you Hammermill Bond that 
1) prints better; 2) types better; 3) looks 
better. Ask your printer to show you 
samples. Hammermill Paper Company, 
Erie 6. Pennsylvania. 


Printers everywhere use Hammermill 
papers. Many display this shield. 








---yet \MMERAG, 
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with Neutracel’s finer fibers, costs no more 








Idlewild Airport in New York and the 
International Airport in Los Angeles. 
The latter also is a Bank of America 
office. 

The new building cost approximately 
$120,000 and provides 4,500 square feet 
of floor space, including a large mezza- 
nine. 
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Useful Promotion 


Barclays Bank Limited has devised a 
clever sliding card promotional piece 
that details the extensive services offered 
by the bank and, at the same time, 





By “Bonking with Burciays” yoo get the amatarore Spread Eagles Pull the tab vf the 
battam of the cord ond you will find Fret the 
sumber of branches in each wixtrict. Pull # 
further and you will see & ten the carton in 
which we hove speccaized branches decking 
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fewnefit of aa umque sysinet of Lovet Hood 
Othices, which soniral most af ow? 2,100 
dbronches & Engiand anc Wale. There ae 
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Directors who aie iocal men with wide powers with Executes and Trustee business, income 
Fax branches ond Foreign Bruonches The 
You wih se on the map where we some, anager ot yaw lov bronch wil be 
hore estnbiished these tors! Heud ry : j isd % tl} yow more about these 
Offices. (They ore indicated by J ; 
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Details branches, their functions 


serves as a helpful guide to tourists of 
England and Wales. 

Measuring only 10% by 6% inches, 
the card points out the location of Bar- 
clays’ 30 head offices, lists the number 
of branches in each district, details the 
branches handling trust activities and 
income tax, and cites locations of 
branches with foreign departments. 

The reverse side of the card shows 
road distances from London to all cities 
with district offices, as well as distances 
between adjacent towns. When the in- 
terior card is pulled out, it shows the 
distances between principal cities in 
England and Wales from other main 
district offices. 

The card was prepared for distribu- 
tion at agricultural shows and other 
events which are attended by visitors 
from London and the Provinces. The 
bank is also distributing it to customers. 
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“How to Communicate 
Policy and Procedure” 

Bank management will find many use- 
ful suggestions concerning the writing, 
publication and dissemination of written 
instructions in “How to Communicate 


Burroughs Clearing House 
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Policy and Procedure.” The 224-pave 
book covers the techniques of writing 
instructions together with the use of illus- 
trations and art work to achieve clarity, 
brevity, emphasis and _ singleness of 
meaning. Major emphasis, however, is 
directed to the designing of complete 
systems for issuing written instructions 
through use of looseleaf manuals, hand- 
books and circular instructions. 

Among the subjects treated are: the 
planning of an instruction system; the 
organization of a subject matter plan; 
the physical specifications of looseleaf 
manuals, handbooks and circulars; copy 
preparation, reproduction and distribu- 
tion. 

The book also contains several interest- 
ing appendices. One of them tells how to 
set up an organization manual, another 
contains a glossary of verbs used in de- 
fining organizational functions, together 
with a definition of these verbs. A third 
appendix contains a case example of how 
a salesman’s manual was planned and 
executed, while a fourth appendix de- 
tails an overall planning and production 
check list for designing and installing 
an instructions system. 

Copies can be obtained from the pub- 
lisher, Bureau of Business Practice, Na- 
tional Foremen’s Institute, 100 Garfield 
Avenue, New London, Connecticut. They 
are priced at $12.50 each. 
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Novel Bank Sign 


A new type of rotating, illuminated 
bank sign, believed to be the only one 
of its kind in the country, was recently 
installed on the Market-Jones office of 
the Crocker-Anglo Bank in downtown 
San Francisco. 

The 17-foot porcelain enamel sign is 
suspended vertically from the exterior 
frontage and features a rotating cylin- 
der, 13 feet high and 4 feet in diameter. 
It turns to show, alternately, a dark 
green side carrying the bank’s name in 
off-white letters, and an off-white side 
showing the name in green letters. The 


New rotating identification 
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THE 


FARMERS 


AND 


ERCHANTS 
OFFICE 












Now United 


On September 28, 1956, The Farmers and 
Merchants National Bank of Los Angeles and 
Security-First National Bank of Los Angeles 
merged under the name of the latter. 


Hereafter these two pioneer institutions, friends 
and neighbors since the 1870's, will be operated 
as one. 


Banking service will continue at the historic site 
at Fourth & Main Streets, Los Angeles, under 
the name “Farmers & Merchants Office, Security- 
First National Bank of Los Angeles.” 


148 OFFICES & BRANCHES 


RESOURCES OVER 2 BILLION DOLLARS 





MEMBER FEDERAL RESERVE SYSTEM 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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sign hangs 15 feet above the sidewalk 
and has an overhang of 5 feet. 

Illumination comes from a new zeon 
tubing. 

The sign was built by the Electrical 
Products Corporation, San Francisco. 
The bank plans to use similar or even 
larger designs of the new sign on several 
other offices. 
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Air Reserve Checks 

A special, individualized check de- 
signed for the personal use of naval and 
marine air reservists is now appearing 
in banks across the country. 

The check, shown below, was designed 
by reservists at the Naval Air Station 
Los Alamitos, near Long Beach, Cali- 
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Designed to identify 100,000 civilians who are bolstering our air strength 


Distinctive check being used by marine and air reservists 
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YOU CAN BANK ON 


to help you win and hold 


checking account customers 


check sets in the field 





We help you 
FIND 
customers 


with newspaper ad mats, car cards 
and radio spot announcements. 


We help you 
SERVE them 


We furnish all deposit slips, 
signature cards, ledgers, statements. 


More profitable for Banks 





Both CheckMaster (free book plan) and Chexcel’ 
(sell the book plan) now have the best looking 


. and still cost less. 


Judge for yourself. Write for sample check set. 


with counter and lobby 
posters, folders and 
illuminated displays. 


V No initial outlay for operating 
forms or merchandising aids. 
Bank pays only for personalized 
checkbooks ordered for accounts 
actually served. 


V Personalized plans that feature 
top quality imprinting. 





More popular with Customers 





400 MADISON AVENUE, NEW YORK 17, N.Y. 


NAPERVILLE, 
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fornia. It is intended to publicize and 
identify some 100,000 civilian air re- 
servists who report for flying duty one 
weekend each month. 

Reservists can order the checks from 
the Naval Air Reserve, 207 Knicker- 
bocker Hotel, 1714 Ivor Street, Holly- 
wood 28, California. The cost for 250 
checks is $3.75. 
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Informal Directors Room 
The First Security Corporation, Salt 
Lake City, Utah, recently broke away 
from traditional director room design to 
set up an attractive conference room that 
can be used for informal staff member 





Versatility is keynote 


meetings or serve as a reception area. 

Instead of using the usual large con- 
ference table, First Security has fur- 
nished the room with a desk for the 
chairman and comfortable lounge chairs 
and sofas for board members. The living 
room atmosphere has added informality 
to board meetings, leading to more 
spirited and genial discussions. 
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Cash Reserve Study 


Banks having required reserves of 
$200,000 or more and maintaining high 
managed cash ratios appear to have the 
most to gain from closer attention to 
their cash position and from the estab- 
lishment of forward planning for the 
prompt investment of new reserves, ac- 
cording to the August issue of the 
“Monthly Review” of the Federal Re- 
serve Bank of Kansas City, Missouri. 

In its study, the Federal Reserve Bank 
concentrated on country bank problems 
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Radio or television advertising may present problems you want Hiring, training, promoting the best people depends upon 
to discuss with our advertising and public relations staff. effective personnel administration. Our experienced per- 
Advertising counsel, sample copies of advertisements in all sonnel staff will assist you in building sound, progressive 
media, suggestions for displays and promotions are a few of personnel policies...and in following the laws and 
the ways we can help your bank develop an effective adver- regulations governing personnel practices. 


tising and public relations program. 


Get specialized advice on Bank 
Management problems through 
First National Bank in St. Louis 


W hatever your problems in bank management, we’re 
ready to help you. 


Upon request, we’ll make an operational survey of your 
bank. This survey will be as limited or as extensive as 
you wish. It will not interfere with your daily operations. 
We make surveys in banks of all sizes. There is never any 
charge or obligation. If you approve our recommendations, 
in whole or in part, we’ll be happy to help you put them 
into effect. 


The next time one of our representatives calls on you, or 
the next time you’re in St. Louis, let’s talk over the 
many ways our assistance with bank management prob- 
lems can benefit your bank. 





Talk over your bank management problems with our 
representatives, men who have come “up through the 
ranks” in banking. They can give you prompt answers 


Weuk in St. Levis. St. leaks ¢ TH E FIRST to your problems. When specialized assistance is needed, 
: 1S, : ? 


lists 25 ways First National’s cor- bal ll 
respondent services can help you. 


FREE BOOKLET, “Sincerely Yours,” U Mh ll 
For copies write to First National 


NATIONAL BANK our representatives call upon men from other depart- 


IN ST.LOUIS ments to work with you. 


Missouri. 


Member Federal Deposit Insurance Corporation 
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with cash reserves. Its analysis contains 
several tables, showing the distribution 
of managed cash ratios by 201 banks in 
Kansas and western Missouri. These in- 
stitutions range from those with required 
reserves of less than $100,000 to others 
maintaining cash resources of $1,000,000 
or more. 

Designed primarily to assist bank 
management in comparing its practices 
in holding cash reserves with those of 
other banks, the study also presents a 
method of measuring cash resources that 
are specifically under the control of man- 
agement. The latter are referred to as 
“managed cash ratios,” and exclude a 
bank’s primary reserves. 

Most of the banks studied carried from 
50 per cent to 150 per cent more in cash 
resources than necessary under 


were 






federal reserve requirements. Many 
more banks were constantly carrying 
three to four times their needed reserves, 
indicating inefficient use of these monies. 

“The principal method followed by 
banks in attempting to minimize their 
cash resources is through the purchase 
of high-grade, short-term — securities 
which can be sold readily without loss 
whenever additional cash is needed,” 
the report noted. “Smaller banks, how- 
ever, may find that the size of the in- 
vestible balance and the time that it 
will be available for investing will not 
yield a significant return above costs 
of investment. Among the costs that 
will affect this decision are the security 
dealer’s margin on purchases and sales, 


the executive time involved, and perhaps 


most important, the additional account- 





P Afters accumulate, too! 


DESTROY THEM COMPLETELY... 


SAFELY in Your Own Sie 


Put those accumulated papers through the "'Silver 
Executive Automatic''—the only automatic shred- 






















describing 


and reel models. 
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ding machine on the market. It's self-feedin — 
safe, easy to operate. Just load and turn it on i 

- confidential papers and records are P 
destroyed quietly, in a matter of seconds! 
(Many firms shred after i 
Typewriter-size, lightweight, portable. Beau- 
tifully styled, with attractive gray crinkle 
finish. Larger models for plants, fac- 
tories, warehouses. 10-day free trial on 
any size shredder. Write for literature 
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10-DAY TRIAL 
IN YOUR OFFICE 








104 MILL STREET, SALEM, OHIO 
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Building & Loan File 


Check File 
Guide 





of everything!" 


Deposit 
Slip File 
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— loan completely! Enter payments on handy chart inside sturdy 
outer cover, Keep miscellaneous correspondence safely in 
roomy back pocket. One-inch cloth expansion gusset . . 

strong, insertable metal tab. . 
you see THIS Building and Loan File, you'll say ““Smeads think 


And they do. Smead's pressboard Check File Guide and 
Deposit Slip File are two other superior filing products. 
WHATEVER your filing needs may be, from the simplest ex- 
panding file to a completely centralized index filing system, 
SMEAD has an intelligently devised product to speed pro- 
duction in YOUR office! 


the SMEAD MFG. CO., Inc. 





SPEED Examination! 


Locate Correspondence 


EASILY! with 


Smead’s 
BUILDING ano LOAN FILE 








Unusually COMPLETE progress chart 
gives entire loan history at a glance! 
Eight heavy manila dividers classify 


. secure Acco fasteners. When 


. .. See your stationer NOW! 


HASTINGS, 
MINNESOTA 








ing costs that may be necessary to main- 
tain continuous information on the size 
of the investible balance.” 

The analysis suggests that the bank 
which seeks to employ its resources as 
fully as possible will find that it needs 
sources of emergency funds to cover re- 
quirements that are impossible to an- 
ticipate. But this is not necessarily the 
case, for skillful management of second- 
ary reserves could supply funds as an 
alternative to borrowing or creating re- 
serve deficiencies. 

It is evident from examination of the 
behavior of excess reserves of country 
banks that the largest excesses occur 
in periods when anticipated events, such 
as the maturing of guaranteed wheat 
loans, add substantially to bank reserves. 
Forward planning for the temporary 
employment of these balances would 
make a significant contribution to earn- 
ings, particularly at larger country banks. 


a e 4 


Brietly Told 

The Dime Savings Bank of Brooklyn 
has established a new type of curb serv- 
ice for customers of its Flatbush branch. 
A uniformed bank employee is now on 
hand during banking hours to receive 
deposits and transact other business for 
motorists. Under the arrangement, a 
customer drives up to the curb alongside 
the attendant, and explains the nature 
of his transaction. The bank employee 
then steps over to a teller’s window a 
few feet away to take care of the cus- 
tomer’s request. A few minutes later 
the customer is on his way. 


5 


The “Crown of the Andes,” a fabulous 
historic memento valued at more than 


$4,500,000, was recently placed in the 
Crocker-Anglo 


over-night care of the 








Historic crown 


National Bank’s office at Palo Alto, Cali- 
fornia, during the opening days of I. 
Magnin and Company’s new store in the 
Stanford Shopping Center. The heavy 
golden crown was made in Colombia 350 
years ago and is set with 453 emeralds, 
the largest weighing 45 carats. 


° 


Numerous ideas, suggestions and in- 
structions for bank public relations and 
advertising personnel are contained in a 
new service letter being published by 
The Stephens Lewis Company, 1000 In- 
vestment Building, Pittsburgh 22, Penn- 
sylvania. 
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“Have a good trip, 
and if you need any help in Detroit 
just call on National Bank.” 


NATIONAL BANK 


OF DETROIT 
More Friends Because We Help More People 


Member Federal Deposit Insurance Corporation 
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Sport fishing near Tacoma, 
Washington... 
a Bank of California city. 





This bank 


knows 





the 


Pacific 


oe Prey, 
‘ - 


Coast 


THE BANK OF 
CALIFORNIA 


NATIONALFASSOCIATION 


Offices in California, Oregon, Washington 


HEAD OFFICE: 
400 CALIFORNIA STREET, SAN FRANCISCO 
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A Production-Measurement Worksheet 
By T. J. Barclay 


Assistant Vice-President, Northwest Bancorporation, Minneapolis, Minnesota 








From time to time, various yardsticks 
have been applied to bank operations in 
an effort to gauge the efficiency of oper- 
ating methods, personnel, and _ equip- 
ment. Such yardsticks are in the nature 
of production standards and must not be 
confused with cost analyses. Our affiliate 
methods department has tried a variety 
of these yardsticks and for five years has 
been using the worksheet illustrated 
below. 

Briefly, in using the worksheet we: 
(1) list the staff, (2) distribute each 
person’s time, percentagewise, (3) total 
the personnel for each job group, (4) list 
the activity volume for each job group, 
(5) apply the weights (see box, page 31) 
to the activity and obtain the total units 
for each job group, (6) divide the total 
units by the number of persons, to obtain 
the units per person. In the interests of 
uniform application and for comparison 
purposes, there are a few general rules 
we observe. 

Overtime is added in as extra person- 
nel before the time distribution is made. 
Thus, in some instances, it is necessary 
to distribute 105 per cent or 110 per cent 
rather than the usual 100 per cent of a 
person’s time. To find the total per cent, 
we add the overtime hours for each per- 
son who received overtime pay in the 
most recent 13 weeks and refer to the 
following table. We then enter the per- 
centage in the column 
captioned “QO. T.” 


Step 5, “apply the weights”, usually 
evokes the question, ‘What do you mean, 
weights? Is that the number of those 
particular items that one person can 
handle?” No, in this case it is not, though 
the average number one person handles 
is an important factor in determining 
the weights. The weights we use here 
are work units and could be any figure 
just as long as the correct relative values 
are maintained. 

In computing our weights, we used 
several means. In many cases, we were 
able to isolate the time and volumes of 
particular jobs in a sufficient number of 
departments to furnish a reliable guide. 
In others, it was necessary to analyze an 
operation and establish relative times for 
the parts of the job, sometimes counting 
motion picture film frames on a micro- 
film reader. 

We originally gave a weight of one 
(1) to the simplest job in each depart- 
ment and the other jobs were weighted 
in their time relationship to that simplest 
job. Of course, we then had different 
“average units per person” for each de- 
partment. By the time we decided that a 
common unit value for all departments 
was desirable, we had averages on a suf- 
ficient number of departments so that a 
simple adjustment was possible. 

The weights are applied to the average 
daily volume figures except in Loans, 


Worksheet speeds analysis of various operations 
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Overtime Percent 
Hours Worked of Normal 
in last 13 weeks Time Worked 
13— 39 105 Allocation of Time (%) 
40— 65 110 
66— 91 115 oe 
92—117 120 Name 
118—143 125 
144—169 130 
170—195 135 


Hours under 40 per 
week are ignored since 
the employee is. paid 
for 40 hours, and if 
substantial under-time 
is the rule, it should 
show up in low pro- 
duction. This does not 
apply to hourly em- 
ployees or part-time 
workers. For example. 
if a person works only 
one-half time, 50 per 
cent would be the total 
of the distribution for 
that person. We also 
ignore idle time, coffee 
breaks, etc., and dis- 
tribute total time ac- 
cording to the actual 
distribution of working 
time. As a rough guide, 
one hour per day is 
about 15 per cent of the 
normal work load for 
full time employees. 


Activity 
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j where they are applied to number of FIRST...CHECK FIRST 
loans outstanding. Our current list of | 
i weights, by departments, follows: 





LOANS 
Real estate mortgage loans, held or serviced...12 
Real estate mortgage loans, purchases a 
Instalment loans a 4 
C.C.C. loans ; osaaleiacaiei tM 
Other loans secesteaneatd il 


» COMMERCIAL TELLERS 
Deposits Received janie 
Checks cashed 


MISCELLANEOUS CUSTOMER SERVICES 


Savings deposits and withdrawals 
Drafts, cashiers checks, money orders, etc. 
Collections 
} E bonds sold or redeemed...... 
Safe deposit box entries 
Christmas savings deposits... : 
Escrow payments received 
(Not RE mortgage escrows) 
Utility bill and rent collections 


PROOF—TRANSIT 


Out clearings — 
Out transits , ! 
All other thru proof 


INDIVIDUAL LEDGERS 


Account moves 
Checks paid one 
| Deposits posted sieve 
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It may be that we have over-simplified, 
but we felt it was important to be able 
to deal with activity or volume figures 
which are readily available. As a result, 
a lot of miscellaneous job phases, such as 
balancing, may be covered in the weight 
given one phase. For example, you will 
note that the weights in the Individual 
Ledger department are 6 to 1, implying 
that it takes six times as long to handle 
the sheet and the old and new balance 
” as it does to post an item. Our time 
studies showed a relative value closer 
to 4% to 1, but most of the miscellaneous WW; F “ 
jobs in the department, proving, heading h h BOOM” 
up sheets, etc., were more closely related at 2 t at 
to account moves than to items, so we 
continue for the time being to use the h 
old 6 to 1 ratio. you ear down South? 

In order to have some consistency in 
the allocation of time to job groups, and 
the subsequent relation to activity, we 
usually work with the operations officers It’s the mighty sound of new industry, 


in the time distribution. We use a pencil : 
5 ] expanding to ev 
the first time, because there are invar- P @ to every comer of the South, 










































iably some changes upon review. If vol- making and distributing products for 
ume figures are available, the whole com- this dynamic market of 22 million prosperous 
putation can be done in an hour or two. people. What's here for your customers? 
In the larger banks, the time distribution . 
is easy because nearly everyone is 100 First check the bank that knows the South... 
per cent in one job group; and while the 
L time distribution is more difficult in the Fi 
small bank, there are fewer to distribute. vt 
We consider 2,000 units per person THE NATIONAL BANK OF ATLANTA 
standard production in the medium sized 
banks. It is not the best by any means, | -_ 
but is an objective which can be met, in | , 4 ~ 
most instances, without any particular i 4 Lag 1 a 
| strain. The larger banks should do bet- & FIRST ede ee ae pt te ee 
ter in Commercial Tellers but may have 4 NATIONAL BANK | 1 The First National Bank ong, Swe : 
difficulty making 2,000 in Proof-Transit a 4 | Atlanta 2, Georgia : 
if many items must be rehandled. The & ATLANTA ' Sounds tke it : : ’ : 
™ ounds like it’s going to be music to my customers 
small banks should do better in Indi- = ; ears. So please rush information on: . 
vidual Ledgers but will not do so well in 8 ' 
Commercial Tellers or Proof-Transit. . ~ ; 
When production varies greatly from teal ' Name 8 
s‘andard, we naturally look for the cause. : ; 
Guite frequently it is a personnel situa- The bank 1 Address ' 
tion, good or bad, and the computation that knows its neighbors | City Zone__State : 
cf average length of clerical service | OA LLLP EG tS OR 
b | usually provides a clue. . sa cc 
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Picture Parade of New and Modernised Bank Exteriors | 


Featuring the latest trends in design from all parts of the nation 

















Bellevue, Wash. The Pacific National Bank of Seattle’s newly expanded 
branch office features metal louvers which can be adjusted from the inside 
to control the amount of daylight entering the building 





titeeteenanemcme 








Ss 





Dayton, O. Complete safe deposit and drive- 
in banking facilties were included in the 
new permanent offices of The Third National 








Sturgis, Mich. A suspended planter, illuminated-standing block letter Bank and Trust Company. Soft shades of 
identification, and large expanses of glass are highlights of the attractive, yellow, green and salmon were used in its 
new First National Bank quarters modern interior decor 




















Sheffield, Ala. This new $120,000 branch of the First Hurst, Tex. A homelike front entrance and the strong use 
National Bank in Tuscumbia has splayed entranceway of landscaping are featured at the new Hurst State Bank. 
which allows more effective use of lobby space The building provides many styling innovations 




















Baton Rouge, La. Roman brick and Arkansas stone blend with liberal use of glass at the new Delmont Village branch 
of the Fidelity National Bank. The low, attractive building has walk-up and drive-in stations, in addition to a large 
parking lot. The new office features an attractive customer lounge in the lobby 
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Walnut Creek, Calif. A blend of gray-green concrete and Glen Rock, Pa. Heat reflecting windows and materials 
Roman brick were used in the exterior design of this which require no exterior maintenance were used in 
new branch of the Crocker-Anglo National Bank the new Glen Rock State Bank 




















Louisville, Ky. Prefabricated, drive-in unit is being used Comstock, Mich. Attractive design marks the exterior of 
as temporary home of the Preston Highway office of the the new Comstock branch of the Industrial State Bank of 
Citizens Fidelity Bank and Trust Company Kalamazoo. It has large customers’ lounge 


























Denham Springs, La. Stone and glass combine in modern, func- 

tional design at the new Livingston State Bank of New Orleans. 

Its spacious interior provides for future expansion as needed. Drive- 
in window is at left, facing parking facilities 








Vancouver, Wash. The new head office of the 
First Independent Bank has a mezzanine con- 
taining work and storage space as well as lunch 
room facilities for employees. The tellers sta- 
tions and executive offices are on the main floor. 
All interior fixtures are of bleached walnut 
Formica. Radiant heat floor coils are used to 








Cincinnati, O. The Roselawn office of The First National Bank warm the building. The office is located just east 

recently moved into modern quarters at a nearby shopping center. of a large shopping center. It has a black-topped 

New site offers more working room, additional teller stations, and parking lot providing space for 32 cars. Note 
greatly improved parking facilities sheltered entranceway 
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Orland Park, Ill. Glass extending from floor to roof at the entranceway 
is one of the innovations at the spacious new quarters of the Orland State 
Bank. Unit has two drive-in windows, and a large parking lot 




















Lakewood, O. The exterior finish of this 
new branch office of the Central National 
Bank of Cleveland is of variegated lime- 
stone with entranceways of plate glass 
and aluminum. The interior features 
natural finish oak with light green walls. 


Stamford, Conn. The new Bull’s Head branch of the Fidelity Title and A daylight lighting effect is achieved 
Trust Company is of Colonial design, featuring red brick and white trim. through the use of luminous ceiling il- 
A white cupola and bay windows add to its charm lumination. Note planter boxes 

















Ashland, Ore. A stately tree highlights the court- 


yard of this new permanent branch office of the 
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First National Bank of Portland 


Figs? ATION Sy one 


Columbus, Ga. New quarters of The First National Bank 
offer striking example of modern classic architecture. 
New facility has motorbanking services 





oe 








Prattville, Ala. Brick, steel and aluminum combine in a 
modern flair at the new quarters of the Bank of Prattville. 
Note inset entrance and extending protective canopy 





Baton Rouge, La. Aluminum architectural features and 
trim were utilized in the new home of the Capital Bank 
and Trust Company. Baffiles control sun glare 
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nglo - CALIFORNIA'S 

OLDEST 
NATIONAL 
BANK 

, Assets more than $1,450,000,000 

Capital funds exceeding $100,000,000 
More than 50 offices in CROCKER: AN GLO 
f Northern and Central California NATIONAL 
Over 85 years of service to banks and bankers BAN 4 
24-hour transit department 
Head Office: 1 Sansome Street, San Francisco 
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Every 2 minutes... 











*An average, based on total transactions last year 


-..a seller makes a sale, a buyer makes a buy 


in the big high-speed Government bond market at the 


Continental Illinois 


Here’s something you ought to know «+ When you phone us to buy, the 


when you want to buy—or sell—a block chances are we’ve got what you want 

of Governments. “in stock’’ ourselves, or are within 

e Right here at the Continental Illinois arm’s reach of it. 
you have one of the largest, readiest, Suchspeed offers many advantages to you. 
primary markets in the world. 


This service is used freely by our cus- 


e When you phone us to sell, the chances tomers. Why don’t you use it too? 


are the sale will be made before you 
hang up. Phone State 2-9000, Chicago. 


CONTINENTAL ILLINOIS NATIONAL BANK 


and Trust Company of Chicago 


Member Federal Deposit Insurance Corporation 
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President Fred Florence discusses credit situation as he opens first general session 
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REPORT 


**Problems of prosperity °° keynote meeting as delegates 
ponder tight money, loan demand, and savings scarcity 


ISSING the floor election fire- 

works of last year, the A.B.A. 

convention in Los Angeles cen- 
tered its attention on how to deal with 
such prosperity symptoms as excessive 
loan demand, tight money, and heavy 
competition for savings. 

This prosperity theme was also key- 
noted in a message of greetings re- 
ceived from President Eisenhower, in 
which he urged the assembled bankers 

use their best judgment in making 
necessary loans while not contributing 
to inflationary pressures, and to help 
in giving the public a better under- 
standing of the great importance of 
sound and stable money. 

At the final session Fred F. Flor- 
ence, president of the Republic Na- 
tional Bank of Dallas, turned over the 
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By 
THE EDITORS 
A.B.A. presidential mantle to Erle 
Cocke, vice-chairman of the board and 
chairman of the executive committee, 
Fulton National Bank, Atlanta. 

As was widely predicted in advance, 
the vice-presidency went to a highly 
popular country banker, Joseph C. 
Welman, president of the Bank of 
Kennett, Kennett, Missouri. 

George R. Boyles, board chairman 
and president, Merchants National 





SEE COVER ... Mr. Florence is at 

left in cover photo, Mr. Cocke is 

at right, and Mr. Welman is in the 
center 





Bank in Chicago, was re-named treas- 
urer. 

The following were elected division 
presidents: National Bank Division, 
Sam M. Fleming, president, Third Na- 
tional Bank, Nashville, Tennessee; 
State Bank Division, A. K. Davis, 
chairman of the board, Wachovia Bank 
and Trust Company, Winston-Salem, 
North Carolina; Savings and Mort- 
gage Division, Daniel W. Hogan, Jr., 
president, City National Bank and 
Trust Company, Oklahoma City, Okla- 
homa; Trust Division, Thoburn Mills, 
vice-president and trust officer, The 
National City Bank of Cleveland, 
Cleveland, Ohio. President of the State 
Association Section is Kenneth Mc- 
Dougall, executive manager, Savings 
Banks Association of Massachusetts. 
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Following are some highlights in the 
talks given at the well-rounded con- 
vention program sessions: 


President’s Address 


FRED F. FLORENCE 

President, American Bankers Association, 

and President, Republic National Bank of 
Dallas, Texas 

Foremost in the minds of bankers 
today is the credit situation. The past 
year has witnessed one of the strong- 
est pressures of demand for capital 
and credit ever experienced in our 
economy. 

The presence of these credit de- 
mands in an economy operating at or 
near capacity in all but a few areas 
has necessitated the balancing in- 
fluence of a policy of credit restraint 
on the part of the Federal Reserve 
System. 

It should be clearly understood, 
however, that credit restraint does not 
imply that worthy credit has or will 
become unavailable. It does imply that 
when credit is sought, a stricter test 
of its usefulness and purposes might 
be required of borrowers. In this re- 
spect, bankers have an important re- 
sponsibility. They must apply conser- 
vative but realistic standards to their 
loans. They must not be carried away 
by a prosperity fever to the point 
where they might fail to take into con- 
sideration that inevitable changes of 
the future will have a bearing upon 
the financial status of some borrowers. 

Another responsibility of great im- 
portance today is that of helping to 
clarify the meaning of credit re- 
straint. Bankers should make it clear 





A retailer’s view of the economy, by T. V. Houser of Sears, Roebuck 


These and other leaders of industry helped to give “outside” 


to their customers and to the public 
in general that tight money does not 
mean that the credit wheels have 
stopped; it does not mean that dis- 
crimination is being invoked against 
any particular class of worthy bor- 
rowers—large or small; business or 
personal; in production, distribution, 
or consumption. Rather, it does mean 
that the efforts of banks—along with 
the responsible monetary authorities 
—are being directed under existing 
conditions toward safeguarding the 
strength of the credit structure, there- 
by making credit the servant—and not 


the master—of the country’s economic 
fortunes. 

We should take every opportunity 
to spread the message that banking 
will continue to meet the worthy re- 
quirements of all business, and partic- 
ularly will it meet the requirements 
of small and medium-sized businesses. 


Bank Stewardship 
W. RANDOLPH BURGESS 
Under Secretary of the Treasury 
Washington, D.C. 
If we are to keep our prosperity and 
continue evenly our dynamic growth 


Representative group of the nearly 8,000 bankers and their wives registered for meeting 
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Future “energy age” is portrayed by Eugene Holman of Standard Oil 


without inflation and without “boom 
and bust,” we must, as a nation, 
follow policies directed toward two 
objectives. 

1. To restrain or postpone some of 
the less essential uses of money. 

2. To encourage more saving. 

These policies are a joint responsi- 
bility of the government, of business 
and banking. We are all in the same 
boat. We don’t want “boom and bust’; 
we do want to continue our fine 
prosperity. 

Here is what the government is 
doing: 

1. We have brought the federal bud- 
get into balance and started to reduce 
the public debt. You can’t have stable 
money if government deficit spending 
is feeding the fires of inflation. 

2. We have reduced taxes, leaving 
more money in the hands of the 
taxpayers. 

3. We have assured to the Federal 
Xeserve System its freedom to ex- 
ercise independent judgment in its 
monetary policies. The System, in 
turn, has allowed the relation between 
the supply and the demand for funds 
to express itself in interest rates. 

Protected by these policies, we have 
had remarkable price stability. Con- 
fidence is high and savings are grow- 
ing. These fundamental steps take 
time to work, but we think they are 
working. 

But the banks of the country also 
have a responsibility for preserving 
the value of the American dollar. They 
are at the crucial point of impact with 
the individual borrower. For national 
policy becomes truly effective only 
when the bank officer sits down with 
the borrower and discusses specific 
loan problems. 

The way you deal with your cus- 
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viewpoint to the bankers assembled at the A.B.A. convention 


tomers at this critical time will affect 
the public reputation of banking more 
than any advertising campaign. 


Managing Managed Money 


ELLIOTT V. BELL 
Chairman Executive Committee, 
McGraw-Hill Publishing Company, Inc., 
New York, N.Y. 

There seems to be an increasing 
tendency to rely more and more heav- 
ily on overall credit control to deal 
with booming tendencies in the econ- 
omy. The limitations of this policy are 
becoming more and more apparent. 

The truth is overall credit control 
alone is a pretty crude weapon to use 
in dealing with an economy where not 
all elements are expanding and not 
all lines of business need to be 
discouraged. 

Nobody likes selective credit con- 


trols, such as Regulation W, which was 
used in three different periods from 
September 1941 to June 1952 to con- 
trol consumer credit, or Regulation X, 
which was used for a time to restrict 
real estate loans. 

Yet selective credit controls can 
work. The Federal Reserve has two 
regulations in permanent use—regula- 
tions T and U, which govern loans to 
finance security transactions; and it 
is worth noting that amid all the talk 
of inflation nowadays, no one has sug- 
gested that there is any sign of infla- 
tion in “Street” loans. In the past 
two years, such loans have actually 
declined. 

If we are serious about this business 
of trying to control the business cycle, 
ought we not be willing, at least, to 
give the authorities standby power to 
impose selective controls? 

Another problem that has com- 
plicated our efforts to control the busi- 
ness cycle is the lack of a _ unified 
Government policy. 

There is not always agreement as to 
the correct policy among top Govern- 
ment officials. It has happened in the 
present Administration as in the pre- 
vious one that the Fed and the Treas- 
ury have not always seen eye to eye. 

In view of the importance and 
difficulty of preventing booms and 
depressions, ought we not to seek some 
means of making sure that all the Gov- 
ernamental agencies concerned work 
in harmony rather than at cross 
purposes ? 

A simple solution to this problem 
and one that I believe would prove 
eminently practical would be to create 
a National Economic Council that 
would have the responsibility of de- 
termining the basic economic policies 
of the Government. The Secretary of 
the Treasury would be a member of 
this Council and so, on a completely 
equal basis, would be the Chairman of 


Newly-named presidents of the four association divisions 


From left: D. W. Hogan, Jr., A. K. Davis, Thoburn Mills, Sam M. Fleming 
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the Federal Reserve Board. 


The Council should include the 
Chairman of the Council of Economic 
Advisers and other top-ranking eco- 
nomic policy makers of the Admin- 
istration. Like the National Security 
Council, this new body would report 
directly to the President, who would 
be its chairman. He would have the 
final responsibility for its decisions 
and for resolving conflicts on basic 
matters involving different agencies 
of the Government. Such a plan would 
preserve the independence of the Fed- 
eral Reserve System but would, I 
think, give the Administration the 
power to help determine those basic 
economic and monetary policies for 
which it must, in any case, take full 
political responsibility. 


Holding Company Act 


J. L. ROBERTSON 
Member of the Board of Governors of 
the Federal Reserve System, 
W ashington, D.C. 

The Bank Holding Company Act is 
not a simple law—it is sufficiently 
complicated to provide considerable 
work for the legal profession. In addi- 
tion, it is far from being a perfect 
piece of legislation. This is not sur- 
prising in view of the complexity of 
the subject and the fact that the Act 
represents an attempt to reconcile so 
many different views. Certainly the 


statute contains some inconsistencies 
and some inequities. 

The hard fact, however, is that de- 
spite its imperfections and inequities, 
the statute is now a part of the law of 
the land. The Board has a clear re- 
sponsibility to apply the statute in 
accordance with its terms and in the 
light of its general purposes. The 
Board’s job is to administer, not to 
legislate. In so doing, its sole aim will 
be to perform its functions as effi- 
ciently as possible, and above all, with 
fairness and impartiality. 

The out-of-State-expansion provi- 
sions and the divestment-of-nonbank- 
ing-interests provisions of the Act are 
basically self-enforcing, although the 
Board of Governors has duties even 
with respect to those matters that are 
likely to develop a number of thorny 
problems. 

Now let us look at the Federal Re- 
serve’s principal assignment. We are 
required to pass upon applications by 
holding companies for permission to 
acquire additional bank stocks. In 
doing so, we must be guided by certain 
standards which Congress has pre- 
scribed in the law itself. These stand- 
ards relate to financial condition; fu- 
ture prospects; character of manage- 
ment; needs of the community; and 
restriction of holding company growth 
within limits consistent with sound 
banking, the public interest, and the 


Two highly popular morning events for the early risers 


At Agricultural Breakfast, Dr. Jesness advocates realistic policies 
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preservation of competition. These 
are not rule-of-thumb standards. In 
applying them, the Board must care- 
fully consider all the circumstances of 
each case that comes before it, weigh- 
ing one factor against another; and— 
needless to say—no factor will always 
weigh the same and no two cases will 
ever be exactly alike. 

In addition to problems of this kind, 
the Board is obliged to consider ques- 
tions arising in the interpretation of 
the language of the statute. A num- 
ber of such questions have already 
risen. What, for example, is a “bank” 
within the meaning of the statute? 
Despite the seemingly clear statutory 
definition, the Board at this very mo- 
ment is trying to determine whether 
it covers an institution which is en- 
gaged in activities that add up to 
something very close to a banking 
business. Suppose prior to the Act a 
controlled bank made loans secured by 
stock of its holding company: Must 
they be called? May they be renewed? 
May a holding company, having 
bought up all the banks it wants in 
the State of its domicile, change its 
domicile to another State and go on 
expanding? Or—to take what some 
holding companies may regard as the 
$64 million question—what activities 
are so “closely related to the business 
of banking” that they may be ex- 
empted from the divestment provi- 
sions? These may seem to be simple 
questions; but it is surprising how 
often the particular facts of a case 
make it difficult. 

In its administration of the statute, 
the Board will undoubtedly make mis- 
takes. Remember that we are working 
in a new field and under a statute 
which admittedly contains many im- 
perfections. Within two years the 
Board is required to report to Con- 
gress regarding any obstacles en- 
countered in the administration of the 
statute and to recommend amend- 
ments. We invite your help in seeking 
to improve and perfect the statute so 
that its objectives may be accom- 
plished in absolute fairness to all con- 
cerned and in the best interests of 
both sound banking and free enter- 
prise in the banking field. 


Credit Restraint 


ERLE COCKE 
Incoming President, 

American Bankers Association; 
Vice-Chairman of the Board and Chairman of 
the Executive Committee, 

Fulton National Bank, 

Atlanta, Georgia 

We are living in one of the most 
thought-provoking periods in_ the 
annals of banking. We see around us 
an environment vastly different in so 
many respects from what we knew in 


See A.B.A. CONVENTION REPORT—Page 84 
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An advance showing of the program material to the top-level Management Committee* 


OBJECT: MORE RESULTS PER DOLLAR 





DANK SUPERVISORY TRAIN 
In COST CONTROL 


OR the past several years our bank 

has conducted training programs 

designed to raise the level of man- 
agement competence throughout the 
entire institution. Immediate objec- 
tives of each such course have been to 
equip our supervisors and officers with 
additional skills to cope with prob- 
lems of major current importance and 
to familiarize them with management 
tools already in hand for such use. 


These programs have been held 
about a year apart. After one program 
ends, we select the next subject to be 
covered and work out the material to 


_ “Clockwise around table: Mr. Dalrymple; Frank 
E. Jerome, president; Jay G. Larson, executive 
tice-president; Frank H. Brownell and Charles 
H Gordon, vice-presidents; Charles D. Saunders, 
¢ceutive vice-president; Don H. Wageman, chair- 
', executive committee; Lawrence M. Arnold, 
cheirman; and Mr. Hansen (standing) 
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By 
J. W. HANSEN 
Vice-President and Personnel Director 


and 


0. L. DALRYMPLE 


Vice-President and Cashier, 
Seattle-First National Bank, 
Seattle, Washington 


be used. It is a continuing process. 

As we approached this task for the 
1956 training program, we easily 
agreed on the topic that would have 
the maximum impact both upon the 
bank and upon the people at whom the 
program is directed. Our costs, like 
those of most banks, have been climb- 
ing at a rate faster than gross reve- 
nues. We all felt that this year our 


program must alert our management 
personnel to halt this climb before it 
reached emergency levels. 

The topic that we selected was Cost 
Control. The exact wording is signifi- 
cant because it indicates our approach. 
We rejected Cost Reduction as imply- 
ing an edict handed down from top 
management levels to cut costs all the 
way across the board regardless of the 
relative efficiencies prevailing. Cost 
control must be emphasized so that 
supervisors on their own initiative 
may effectively use accepted methods 
for obtaining more work units per 
dollar of expense. Cost reduction can 
only be ordered, with varying hopes 
of success. 

Our four previous training pro- 
grams had dealt respectively with 
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Human Relations, Operations, Public 
Relations, and Business Development. 
After a few revisions in planning, we 
eventually settled on _ specifications 
which have proved satisfactory. The 
subject is covered in small groups, 
preferably 12 to 15 in a group, but 
sometimes as many as 18 or 20 in 
parts of our territory where travel 
difficulties make smaller groups im- 
practical. Originally we followed the 
conventional “conference technique” 
of five two-hour sessions, but experi- 
ence proved that two five-hour ses- 
sions work better. 

Each group meets twice, with a one- 
day interval between. Thus, Group A 
has its sessions on Monday and Wed- 
nesday, Group B on Tuesday and 
Thursday. The session starts at 4 p.m., 
with a 1%%-hour dinner break, then 
runs from 7:30 to 10:30 p.m. For cer- 
tain of our senior officers, a shortened 
version is provided in two 2%4-hour 
sessions between 2:30 and 5 p.m. 

Included in the program are all offi- 
cers and senior male personnel, all the 
way from vice-presidents to chief 
clerks, department supervisors, and 
some men not yet in managerial posi- 
tions who are recognized as in line for 
supervisory responsibility. From the 
course all supervisors are expected to 
obtain not only the training that will 
equip them to do better jobs, but also 
to carry away a fund of information 
that they in turn can impart to the 
people in their own departments and 
branches. 

In our first two training programs, 
those on human relations and on oper- 
ations, we merely undertook to en- 
courage such extension of the subject 
matter to subordinates. We found that 
mere encouragement was not enough 
to be resultful. Some few of the “grad- 


uates” went back home to their 
branches and departments to meet 
with their people and pass along what 
they had learned. But it was only a 
few, and success was only fair. This 
pointed to the need for a formal set-up 
to pass along the subject matter to the 
lower ranks of the organization. 

So, starting with the third program 
—public relations—we developed a 
six-hour program with visual aids and 
other material. This we send out to all 
branches and departments with spe- 
cific instructions for its use. Here 
again the meetings are limited to 
small. groups to permit the conference 
method with opportunity for two-way 
discussion. The new approach has been 
highly successful. Some supervisors 
are, of course, better teachers than 
others, and their enthusiasm for this 
activity varies. 


HE follow-up on the current pro- 

gram is planned on a continuing 
basis rather than as a fixed package, 
since the problem is one which will not 
have a terminal point. Two years is 
our present objective, with the likeli- 
hood the staff meetings on cost control 
will continue far beyond that period. 

In developing the new program, we 
work up the material by individual 
sections in the outline. As we complete 
a section, we call in a few people from 
various levels and from different types 
of work and try out the material on 
them. Then, with the units whipped 
into shape, we settle down to forming 
these into the full program. 

Again we have some dry runs with 
groups picked to represent the differ- 
ent types we must reach, and again we 
modify, strengthen, and eliminate ac- 
cording to what we learn in these 
trials. Even when eventually the pro- 


gram gets under way with its regu- 
larly scheduled sessions, we are alert 
to any changes that will strengthen 
the presentation. Usually after about 
three such trials, the program takes 
the form it will hold throughout the 
rest of the sessions. 

The bank’s training director pulls 
together most of the material, drawing 
upon all sources that seem promising. 
In developing the cost control topic, 
he looked at perhaps 50 motion picture 
and sound strip films. After eliminat- 
ing all but a dozen or so, he got others 
to look over these survivors and add 
their judgment. It takes him perhaps 
two months to get the program in 
shape for the first dry run. Then, with 
changes and developing continuities, 
another 114 months generally elapse. 
After this, all that remains is to set up 
the schedule, start the group meetings, 
and begin travelling. 

This year, as has been the case in 
several other years, the bank’s top 
operating officer joins the personnel 
director in handling the groups when- 
ever possible. Cost control is plainly 
compounded of personnel and opera- 
tions, with a great overlap in some 
areas where both are simultaneously 
involved. The first session on cost con- 
tro] deals primarily with the personnel 
aspects, and therefore is handled prin- 
cipally by the personnel director. The 
operating officer sits alongside him 
during this first session, interjects 
occasional comments or amplifications, 
and acts as a bellwether in getting 
general discussion going. The second 
session is concerned primarily with 
operating, and so the roles are re- 
versed. 

This cooperation of personnel and 
operating departments hammers home 
to the supervisory force that coordina- 


Participants receive many practical ideas on how they can make more effective use 6 








HOW TO INSTRUCT 


Step 1 - Prepare Yourself 
Have a Time Table -- 
How much skill you expect him to have, 
Break Down the Job — 


List principal steps 
Pick out the key points. 


Step 2 - Prepare the Work Place 
Have everything ready and properly arranged -~ 
The right equipment, materials, and supplies. 
Step 3 - Prepare the Worker 


Put him at ease. 
State the job and 


and how soon. 


find out what he already knows about ite 
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DIRECTIONS FOR RATING: 


The rating form recognizes two gemeral areas of 








the general public and 





lyse the effectiveness of the officer in his general 


In filling out this form, evaluations are eas follows: 
3 - Average, 2 - Below Average, cian 
to other officers operating branches 
having operated them in the past.) 


Proceed in an effort to measure the results. of these activities in terms 

‘ ‘ f 
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the officer in the ‘‘inside’’ operations of the branch and in personne! 
Proper procedure and records for the credit side of the operations. 
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Mr. Dalrymple leading cost control session at the Spokane and Eastern Branch of the Bank 


Included in the training program are all officers, supervisors, and other key personnel 


tion between these two functions is 
required all through the task of man- 
aging the bank. Some supervisors tend 
to think of themselves more in terms 
of operating responsibility, consider- 
ing personnel administration as a less 
direct duty. The top officer, both by 
his participation in the program with 
the personnel director and also by 
what he says during each session, 
makes it clear that personnel and op- 
erations are Siamese twins which 
cannot be separated at the production 
level without serious impairment of 
efficiency. 

Before proceeding with a detailed 
examination of the current program 
of training for cost control, it seems 
advisable to look at the program out- 


We decided this would be inadvisable, 
both because of the expense and be- 
cause we felt that a homespun pres- 
entation by the bank’s own officers 
would be more convincing. When an 
outsider tells people how to run their 
jobs, he labors under the handicap of 
rather widely prevalent suspicion that 
he may be talking theory. As bank 
officers charged with getting results 
on the same order as the supervisors 
enrolled in the program, we were not 
deemed neophytes on these matters. 
To make the presentation more 
effective and easily comprehended, we 
utilize a considerable array of equip- 
ment. Motion pictures, sound slide 
films and other visual aids, charts, 
See COST CONTROL TRAINING —Page 96 


line. It followed this general format: 

I. Cost Control through Personnel 
Administration. 1. Recruitment, 2. Se- 
lection, 3. Induction, 4. Training, 5. 
Supervision, 6. Job Evaluation, 7. Per- 
sonnel Appraisal, 8. Wage Administra- 
tion, 9. Staff Communications. 

II. Cost Control through Operations 
Administration. 1. General Expenses, 
2. Staffing Control, 3. Improved Sys- 
tems and Methods, 4. Organization 
and Delegation, 5. Automation and the 
Future. 

As we progressed in developing this 
outline, we gave serious consideration 
to bringing in an outside expert, 
some consultant and lecturer who 
might present the material more skill- 
fully and forcefully than ourselves. 


tools such as these, to help control mounting expenses at the Seattle-First National Bank 
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A scientific program that usually is considered 
accessible only to big city banks 


ment testing of job applicants, 

rather than setting out deliber- 
ately to develop such a program. It 
had never occurred to us that testing 
would fit the informal hiring proce- 
dures of a small city bank with a staff 
then totalling only 40. Testing had 
seemed something that would be good 
for big city banks but not for us. 

One day we were talking over in an 
officers meeting our need to add new 
people and replace a few unsatisfac- 
tory employees. Somebody mentioned 
testing. Someone else spoke up about 
successful results used by a couple of 
industrial organizations among our 
depositors. Another tossed in some 
facts about how tests had worked in 
an organization of which he was a 
member. Somebody said, ‘I wonder 
why it wouldn’t .. .”’ That started all 
of us to wondering along the same 


():: BANK edged into pre-employ- 


By 
WILL PARKER 


Assistant Vice-President. Industrial Trust 
& Savings Bank, Muncie, Indiana 


lines. A test program was inevitable. 
Not long afterward, a casual con- 
versation with a psychologist from the 
local college brought this idea into 
view. The ensuing discussion led to a 
little reading and still further explora- 
tion of the subject. Eventually we 
went over to our friend at the college 
and asked him various questions. 
These included, “Would such a pro- 
gram have to be highly technical or 
elaborate? How much would it cost? 
How could we go about setting it up, 
if we should decide we wanted to?” 
His answers reassured us. He 
urged technical guidance at the outset, 
to keep us from making needless mis- 


Weighed against results, the bank’s program is very inexpensive 


Applicants are “measured” for adaptability, clerical ability, temperament 
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The Guilford-Zimmerman Temperament Survey | 
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ADAPTABILITY TEST 


JOSEPH THFIN, Ph. D. 
C. H. LAWSHE, Ph. D. 
Division of Education and Applied Psychology 
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PSYCHOLOGICAL CORPORATION 
GENERAL CLERICAL TEST 





takes and to teach us the mechanics 
of testing and marking. The simpler 
we kept the program, the better. He 
thought that a few days of consulting 
time would establish a sound program 
and get it rolling. Thereafter, an occa- 
sional hour of talking things over 
would keep the train on the rails. In 
testing an individual applicant or half 
a dozen at one sitting, a few cents 
worth of test materials per applicant 
and a total of $3 worth of clerical time 
would do the job. 

Looking back to that start, it seems 
probable that none of us deep down 
in our hearts had any real faith in 
testing. We expected it would prove 
futile but hoped it might surprise us 
by doing a good job. On this basis, we 
were willing to give it a try. So we 
talked it over once more with our ex- 
pert, got his help in selecting the tests, 
and settled down to work. 

On his advice, we started out by 
testing all of our own people, from 
president to janitor. The purpose was 
not to see whether they were com- 
petent, but rather to get a specific 
measurement of just how these tests 
correlated with our bank’s particular 
needs. We already knew how good 
these officers and employees were at 
their respective jobs. To the extent 
that the test results corroborated the 
known facts, this would convince us of 
their validity. 

Even more important, testing our 
existing force permitted us to estab- 
lish a set of norms directly applicable 
to applicants. The raw score of a test 
is meaningless without some basis for 
comparing the results with scores de- 
veloped by rating others who are doing 
similar work. 

Accepted testing procedures utilize 
the percentile method, which is a 
means of determining the number of 
people in a group of 100 who would 
earn a given score or a lower score on 
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In step (1) applicant was interviewed briefly to determine her fitness. In (2) she filed 
application. Author Parker, in (3) above, holds “evaluation interview” 











Step (4) was a brief mental test. In (5) above, President David Sursa will halt routine, 
defer other tests pending a job opening, or okay continuation 











In step (6) above, Mrs. Wanda Storms times applicant in full tests. If results are favorable, 
other officers will see her, take part in final (7) decision 


Thoroughly planned steps put the right person in the right job 


that particular test. The percentile is 
not even related to the percentage of 
correct answers in the test. And the 
percentile is meaningful in selecting 
applicants only if the normative group 
bears a specific relationship to the job 
for which the applicant is being tested. 

By testing all of our own personnel, 
we developed tables of norms that are 
‘f maximum meaning to us. It is pos- 
sible to look over the scores made by 
\pplicant Susie Q not only in relation 
‘oO our own tables of norms, but also 
‘ve Can consider her scores in direct 
comparison with Mary and Betty who 
are in the same department doing good 
work. We must, however, make allow- 
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ance for the fact that when Mary and 
Betty took the tests, they already were 
experienced in their jobs, whereas 
Susie may just have completed her 
high school course. 

Applying a set of tests to existing 
personnel could raise some trouble- 
some morale problems unless carefully 
handled. We told our people that our 
principal purpose in giving them the 
test was to enable us to hire more peo- 
ple like them. Also, we decided that— 
even though we already had made up 
our minds about a couple of unsatis- 
factory clerks who would have to be 
discharged—we would wait for some 
while after the tests before discharg- 


ing anyone, to prevent anyone feeling 
we had got rid of them on account of 
low test scores. Incidentally, the first 
actual corroboration that we obtained 
on the tests was provided by the fact 
that the two employees already sched- 
uled for separation made the lowest 
scores of anyone in the bank. 

Some of our people asked us about 
their scores, and we gave them this in- 
formation. We did not, however, give 
out any comparative information on 
scores. After a first flurry of interest, 
nobody asked about testing and the 
program continued unabated. 

We have established an application- 
and-employment routine intended to 
save the maximum time and expense 
for both the bank and the applicant 
while providing the essential data. 
First step is a brief interview de- 
signed to sift out people who obviously 
would not fit our needs. Second, the ap- 
plicant who is to be considered further 
fills out an application form giving 
personal and employment history. 
Third, the applicant is interviewed by 
an officer, who goes over the complete 
application with the applicant and 
tries to find out as much as possible 
about personality, ambition, coopera- 
tion, and dependability. Physical ap- 
pearance is considered. If the applicant 
is the mother of young children, we 
make sure that she has adequate facili- 
ties for their care while she is at work. 

If the applicant passes this inter- 
view satisfactorily, we ask for a short 
test right away. This is a preliminary 
test for mental alertness, and takes 
15 minutes. We check the results im- 
mediately. 

If the results are satisfactory and 
we have a job opening, we schedule a 
time for the applicant to return and 
take the full set of tests. If we have 
no job opening at the moment, we file 
the application and tell him we shall 
call him if an opening occurs. If the 
test for mental alertness is unsatisfac- 
tory, we tell the applicant we feel his 
abilities would not make him happy 
doing our type of work; we are care- 
ful not to do anything either to sap his 
selfconfidence or to impair his friendly 
feeling for the bank. 

If we have an opening, we check the 
applicant’s references between the pre- 
liminary test and the final set of tests 
and call off the appointment if refer- 
ences prove weak. If an opening sub- 
sequently develops for someone whose 
application had been filed after a 
satisfactory preliminary test, we tele- 
phone to ask whether he still wants the 
job and, if so, make an appointment 
for the full test series. 

An applicant who passes the com- 
plete set of tests satisfactorily is 
scheduled for final interview, which 
usually means that a couple of other 

See PRE-EMPLOYMENT TESTING — Page 102 
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Economie philosophy and banking policies 
of the A.B.A.°s new president 


The Able, Agoressive 


N selecting Erle Cocke as its presi- 
| dent for the year ahead, perhaps 

the American Bankers Association 
chose even better than its membership 
realized. 

For the Atlanta banker, vice-chair- 
man of the board, chairman of the ex- 
ecutive committee and chief executive 
officer of the Fulton National Bank, 
Atlanta, Georgia, brings to his job of 
Association leadership an unusually 
broad background of experience that 
should prove to be exceedingly useful 
for ‘A.B.A. tasks. 

He understands and appreciates 
public life. His association with fed- 


Lh COCKE 


By 
HARRY V. ODLE 


Senior Associate Editor, 
Burroughs Clearing House 


eral financial operations have gained 
for him a further insight into most 
government programs. 

Having been in . manufacturing, 
sales and credit work he understands 
industrial problems. 

Once a key figure in the university 
system of Georgia, he can be expected 
to give impetus to educational pro- 
grams of the A.B.A. 


Early training in actual farming 
operations and current ownership of 
a Georgia farm give him a practical 
knowledge of agriculture. 

Besides all these “plus” factors, Mr. 
Cocke has amply demonstrated leader- 
ship qualities in banking—including a 
strong urge to progress and the know- 
how to attain objectives. 

In his talks before banking groups 
during recent months, the new A.B.A. 
head has stressed the need for banks 
(1) to do an even better job of selling 
their services and themselves, and (2) 
to contribute to sound money and 
sound credit during the trying period 


Under Mr. Cocke’s leadership, the Fulton has taken advantage of expansion opportunities 


Its new building dominates Atlanta skyline 


Statistical evidence of the bank’s rapid progress in recent years. 











and the Southeast. 


Growth of the Fulton National 


For forty-six years the Fulton National Bank 1952 
has been very much a part of growing Atlanta } 


However, as the chart shows, a large share 
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| of the bank's expansion has come since Erle 
| Cocke has been at the helm (he became presi- ue 
dent in 1945). Under his direction the branch 
system has been doubled in size, and a new 
main office erected which allows room for any 
conceivable future growth. 
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Along with the mounting totals for resources, 
| and assets at work in the formof loans and invest- 
ments, the capital structure of the bank has like- | 
wise been expanded to enable Fulton National 


ae $77,631,691 
to take advantage of future opportunities. 
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A before-luncheon discussion in bank’s nautical Clermont Room, left to right: Senior Vice- 
President Carl M. Floyd, President William V. Crowley, Mr. Cocke, 
and Executive Vice-President Gordon Jones. 


Progressive top management team at the Fulton National 


of heavy inflationary pressures. 

On the latter subject, Mr. Cocke for- 
tunately has an unusually clear under- 
standing of monetary and fiscal policy, 
partly as a result of having served 
for years on the A.B.A.’s Commit- 
tee on Government Borrowing. From 
this vantage point he has seen debt 
management closely coordinated with 
Federal Reserve operations, to the end 
that the money market is more appre- 
ciative of credit restraint measures. 

On the basis of his experience, he is 
convinced that the essential ingredient 


of sound money is this coordination 
of monetary policy, debt management, 
and the budget and fiscal operations 
of the government. “Whenever one of 
these three gears is out of mesh, the 
monetary machine does not run 
smoothly, and there is danger of its 
stalling or running out of control,” he 
explains. While he believes that the 
Federal Reserve must assure the suc- 
cess of government financing opera- 
tions, he notes that lengthening of the 
debt and achievement of a budget sur- 
plus have reduced the number of occa- 


sions when the Treasury has had to 
come to the market for money, thereby 
helping to avoid conflict with the Fed’s 
restraint program. In noting this 
progress in the direction of coordinat- 
ing financial measures toward eco- 
nomic stability, Mr. Cocke warns 
against a “let down,” and he adds: 
“We must do all we can to further the 
goal of sound money by enlightened 
policies and actions. It is a responsi- 
bility than bankers cannot afford to 
neglect.” 

Further this matter of “tight 
money,” which Mr. Cocke regards to 
some extent as a misnomer, he feels 
that there is lack of full appreciation 
which bankers should correct at every 
opportunity. “‘When money conditions 
are permitted to tighten, many people 
do not recognize the forces of supply 
and demand for funds at work,” he 
asserts. “Because under a policy of 
money restraint, interest rates are 
permitted to rise and the supply of 
funds is not allowed to go unchecked, 
it is sometimes said that credit be- 
comes unavailable. This is fallacious 
reasoning ... one need only to point 
to the increase of bank loans over the 
past year or more of credit restraint 
to demonstrate that funds certainly 
have been available. In the year ended 
June 30 alone, total bank loans rose 
$15 billion—one of the largest in- 
creases on record. 

The other side of the picture is, of 
course, that there is no telling how 
much higher loan totals might have 
gone if there had not been some re- 
straint and the inflational potentials 
of credit expansion had been per- 
mitted to run rampant. 

For the individual lending institu- 
tions, thoughtful decisions or even 
caution could be the watchword under 
present circumstances, Mr. Cocke 


Mr. Cocke is proud of this impressive main banking room, unobstructed by columns 
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HIS FAMILY ... Besides Mrs. Cocke there 
is a son, daughter, three grandchildren 











HIS FARM . 
knowledge of agriculture 


. He has a first-hand 


Two primary non-bank interests 


maintains. He acknowledges that a 
period of widespread prosperity such 
as now exists places a _ particularly 
significant and difficult responsibility 
upon the banks. The economy is at 
record growth, business decisions are 
being made on a note of optimism, and 
there is a difficult challenge to banking 
to avoid competitive pressures, to ex- 
ercise sound judgment, to avoid the 
risks that over-confidence and specula- 
tive excess always bring in the wake 
of such high volume operations. 
Looking further to the future, how- 
ever, Mr. Cocke foresees that lending 
is likely to play an increasingly im- 
portant role in banking. He notes that 
the shift that has already occurred in 
the first postwar decade, when loans of 
commercial and savings banks _in- 
creased from $31 billion to $106 bil- 
lion, might have seemed incredible as 
a forecast ten years ago. And, while 
it may be necessary at times in the 
future to restrain demand to keep the 
credit situation on a sound basis, he 
believes that the loan trend will con- 
tinue upward as long as there is a 
vigorous, growing economy. Thus, 
speaking to the National Association 
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of Supervisors of State Banks in con- 
vention last month, the A.B.A. spokes- 
man had this significant comment to 
make: “This means that some of the 
yardsticks we might have imposed 
upon ourselves under far less dynamic 
conditions will bear a re-examination.” 
In other words, new concepts of proper 
loan ratios could be developed. 

This forward-looking, “let’s not 
stand still’ attitude is a Cocke charac- 
teristic. It is also reflected in his views 
on merchandising bank services, and 
in his community leadership role. 

The Georgia banker on numerous 
occasions has voiced the opinion that 
banking has a tremendous selling job 
to do in the future. With the economy 
expanding at a phenomenal rate, he 
notes that more and more people are 
becoming potential bank customers. 
Thus he cites estimates that by 1960— 
just four years hence—the number of 
families with $4,000 of disposable an- 
nual income will triple the 1950 figure. 
More specifically, this will mean that 
by 1960 some 24,000,000 more families 
will have moved into the income group 
that historically have been users of 
bank services. This growth of the 
“middle millions” means to him a mar- 
ket potential of tremendous import to 
banking. 

But, he warns that with the compe- 
tition now confronting banks they can- 
not expect to sit back and enjoy en- 
larged patronage and good will of the 
consumer and the businessman. They 
must continue to prove their worth by 
developing new services to meet new 
needs. The modern bank, Mr. Cocke 
emphasizes, must be a department 
store of financial services. His own in- 
stitution can be cited as an example; 
the Fulton National already offers 77 
different banking services and is con- 
stantly trying to add to this total. 

Beyond the big merchandising job 
confronting banks at he local level, 
Mr. Cocke is convinced that banking 
should take advantage of national 
means of communication to the masses 
—such as nationally circulated news- 
papers, magazines, radio and televi- 
sion. Thus he looks with favor on 
the nationwide public relations pro- 
gram recently initated by the A.B.A. 
in conjunction with the Association of 
Reserve City Bankers. He sees great 
possibilities in the various phases of 
this program: the information about 
banks and banking that is being gen- 
erated at the national level and chan- 
neled to local media for 
tion or use, the market research stu- 
dies to measure the pulse of the Amer- 
ican people insofar as their attitudes 
toward banking are concerned, and 
the motivation research projects which 
will explore further into the images, 
prejudices and impressions people 
have about banks. The research stu- 


publica- . 


dies, Mr. Cocke believes, will provide 
basic data upon which future com- 
munication efforts can be developed. 
However, he adds: 

“We are only starting on this ex- 
panded national program, and we must 
not expect miracles from it overnight. 
This is particularly true if the funda- 
mental groundwork of service and 
goodwill is not firmly established at 
the local level through hard work and 
intelligent planning of the banks 
themselves. The national program is 
a long range one which will search 
out and employ every appropriate mod- 
ern method of informing the public 
of the importance of banking to the 
business life and to the family and in- 
dividual life of the nation, but it can- 
not do the job alone. We must combine 
local and national efforts.” 

Evidencing his progressive leader- 
ship in his own bank, the new A.B.A. 
president has an impressive list of pio- 
neering service projects to his credit, 
including: 

(1) Early devlopment of a plan of 
peanut financing that largely formed 

See THE NEW A.B.A. PRESIDENT — Page 100 


Two Fulton service projects 


Student-operated savings program 











Vice-President S. A. Council, left, 
presenting a tree planter 
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Tight Money Holds: 
Some Strings Loosened 


President Eisenhower has stead- 
fastly refused to attempt any interfer- 
ence with the monetary policies of the 
Federal Reserve System, holding that 
credit management is an economic, not 
a governmental matter, as conceived 
by the framers of the original Federal 
Reserve Act. Accordingly, the Presi- 
dent declined to be drawn into mone- 
tary arguments during the political 
campaign, holding that complaints of 
“tight money” had no validity as poli- 
tical issues. 

It must be noted, however, that the 
Administration did take some credit- 
easing actions independently of the 
Federal Reserve. Two in particular 
are noteworthy: (1) The easing of 
mortgage credit policies on four 
fronts; and (2) The acceleration of 
lending by the Small Business Admin- 
istration. 

Mortgage credit has been made 
more readily available by reason of the 
reduction of the requirement that sell- 
ers to the Federal National Mortgage 
Association must take 2 per cent of 
mortgage sale proceeds in the form of 
“Fanny May” common stock. Origi- 
nally set up at 3 per cent, the revised 
housing law set a maximum of 2 per 
cent and the recent order from the 
White House cut it down to 1 per cent, 
where it stands now. It is noteworthy 
that the common stock of Fanny May, 
which mortgage sellers so pointedly 
don’t want to acquire, is paying a level 
17 cents per share each month on a 
$100 par basis. Thus there is no won- 
derment as to why applications for 
Fanny May loan purchases are rapidly 
picking up. 

Also relating to Fanny May is the 


resumption of the former practice of , 


issuing advance commitments to buy 
home mortgages. This is designed to 
facilitate advance planning of con- 
struction with an assurance that there 
will be a market for mortgages, thus 
removing a major financial obstacle to 
the set off of many home construction 
projects. Much of the difficulty in the 
home-building industry has been at- 


tributed to the double-edged problem | 


By JOHN DONOGHUE 


Washington Correspondent 


credit was the Federal Home Loan 
Bank Board’s relaxation of its order 
limiting credit advances by Federal 
Home Loan Banks to member institu- 
tions to 10 per cent of their share 
capital. The new percentage is 1214 
per cent, thus permitting member sav- 
ings and loan institutions to increase 
loans by $25,000 per $1 million of 
resources. 

Additionally, the down payment re- 
quirement on homes appraised at 
$9,000 or less was lowered from 7 per 
cent to 5 per cent of value. The whole 
deal was offered as a four-item pack- 
age to help the home-building indus- 
try, which is “the first to get it in the 
neck” when credit restrictions arise in 
the financial markets. 

Albert M. Cole, the Housing and 
Home Finance Administrator, ad- 
vanced two reasons for believing that 
the housing finance market is espe- 
cially sensitive to a climate of credit 
restraint. One is that the interest 
rate on VA and FHA home financing 
is set by laws written by Congress in 
years past, when financial conditions 
were much different; as the money 
rate went up the pool of investment 
money available for these fixed-inter- 
est home loans tended to dry up. 

The second reason advanced by Mr. 
Cole is that so-called “human values” 


have great popular appeal in support 
of home mortgage loans, but mortgage 
lending officers in general are in- 
structed to insist on conservative 
terms and not to get expansive in 
placing depositors’ money in mort- 
gage arrangements resting on “human 
values.” 

“All along we have felt it was un- 
wise to cheapen the dollar,’”’ Mr. Cole 
said. “We would not want to under- 
mine the credit policies of the Federal 
Reserve. However, we do have to rec- 
ognize the imbalance of home-building 
enterprise, particularly in the low-cost 
area, and we have come up with this 
package of four separate actions 
which, fitting together, will give the 
industry a boost.” 

As to the other matter of easy-credit 
treatment for politically-vocal small 
business, the Small Business Admin- 
istration, through its chief, Wendell 
B. Barnes, boosted from $50,000 to 
$100,000 the amount that can be 
loaned to an individual enterprise with 
25 per cent bank participation. Mr. 
Barnes insists that the accelerated 
pace of Government credit loans to 
small business involves no lowering of 
credit standards—“We try not to 
judge a loan differently this year than 
last.” 

The Small Business Administration 





facing a builder who must sell the | 


house in a slack market and then must 
also find a buyer for the mortgage— 
most likely at a discount. 

A further inpouring of mortgage 
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position is that the tightness of credit 
in the banking field has given added 
credit worthiness to applicants for 
SBA credit assistance. Mr. Barnes 


| said there has been an increase in the 


” 


“quality” of SBA loan applications. 
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Non-Par Clearance 
Battle Looms Again 


There are some 1,770 banks in the 
non-par group, and these banks have 
about 325 branches. Thus there are 
around 2,100 banking offices where 
checks are honored at a discount. 

The Federal Reserve Board is dis- 
tressed about this. The Board is now 
urging Congress to pass legislation ap- 
plying the par-clearance requirements 
of its Regulation Q to all banks whose 
deposits are insured by the Federal 
Deposit Insurance Corp. The chief 
specific problem that arises stems 
from the fact that the Federal Reserve 
Board has taken the position that 
absorption of exchange charges by 
member banks constitutes a payment 
of interest on demand deposits, which 
is forbidden by the Federal Reserve 
Act. The Federal Deposit Insurance 
Corp., on the other hand, has ruled 
that the absorption of such charges by 
insured non-member banks does not 
constitute a payment of interest. 

This situation, the Reserve Board 
holds, places member banks “at a seri- 
ous competitive disadvantage in some 
sections of the country.” That is, a 
non-member insured bank is permitted 
to credit all checks deposited by a cus- 
tomer at face value, irrespective of the 
fact that the bank itself will not collect 
full value from checks drawn on par 
banks. 

The matter comes up in connection 
with the Senate Banking Committee’s 
“study” of banking laws, for which 
purpose Chairman J. W. Fulbright has 
designated Senator A. Willis Robert- 
son to be acting chairman. At Mr. 
Robertson’s request the banking and 
credit supervisory agencies of the Fed- 
eral Government submitted a total of 
175 different suggestions for mod- 
ernization of banking laws. This 
seemed an opportune time for the Fed- 
eral Reserve Board to bring into the 
open the basic difference of view and 
to urge that “this special problem 
should be squarely met and solved by 
an amendment to the law which would 
explicitly state whether or not absorp- 
tion of exchange charges shall be 
deemed to be a payment of interest 
and which would make it clear that the 
same principle should apply to both 


| member and non-member banks.”’ 


The issue is not a new one, having 
been quite acute a decade ago. The 
Federal Reserve Board at that time 
sought to outlaw absorption of ex- 
change by non-member banks, but ran 


up against a solid phalanx of Senators 
and Representative from Southern 
States holding key chairmanships and 
committee assignments. Many of the 
non-par banks are in the South, and 
the question of absorption of exchange 
became inextricably interwoven with 
the issue of States’ rights. 

The Reserve Board concedes that it 
is having its own troubles in interpret- 
ing the meaning of the law forbidding 
the payment of interest on demand 
deposits “directly or indirectly by any 
device whatsoever.” “The problem 
arises chiefly in determining whether 
the giving of free services to custom- 
ers (such as the use of armored trucks, 
free parking space, specially printed 
checks, etc.) constitutes an indirect 
payment of interest on demand de- 
posits.” Also noted is the related 
matter of “give-aways” designed to at- 
tract savings deposits, which the 
Board thinks may be actually pay- 
ments of interest. 

The suggested solution offered by 
the Board is that either the Board it- 
self or the F.D.1I.C. should be assigned 
the authority and responsibility to 
write the specific rules, but not both. 
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Comptroller Seeks Aid 
In Examination Costs 


Comptroller of the Currency Ray M. 
Gidney has made a novel proposal to 
the Robertson banking law study in 
suggesting a formula designed to re- 
move an incentive for national banks 
to convert to State charters as a means 
of saving on examination fees. He 
pointed out that State banks do not 
shoulder any of the cost of the Federal 
supervisory and examiner service pro- 
vided by the Federal Reserve System 
or the Federal Deposit Insurance 
Corp., while national banks are re- 
quired to bear the full expense of the 
supervision and examinations which 
they receive from the Comptroller’s 
office. 

“In the vast majority of cases State 
banks are examined jointly by the 
State authorities and by the examiners 
of the Federal Reserve Banks or by 
the F.D.I.C.,” Mr. Gidney wrote. “In 
many States such examinations are 
conducted only once a year. By con- 
ducting joint examinations with Fed- 
eral examiners, State banking depart- 
ments are enabled to operate with sub- 
stantially smaller staffs and at less 
expense to the banks. 

“Thus State banks are to some ex- 
tent subsidized by the Federal Govern- 
ment... and they get the benefits of 
Federal supervision and examination 
at no cost to them,” he continued. He 
then made the point that through pay- 
ment of deposit insurance assess- 
ments, on top of the full cost of their 
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Life Insurance Company 


The vivid contrasts of the Ohio Valley point the 
way to its unfolding future. Here great cities, 
lush meadows and cultivated farmlands adjoin 
an almost untouched mountain wilderness. In 
this widespread area men toil energetically to 
harness water power...improve communications 
...Stimulate industrial growth and agricultural 
production...bring to fruition its vast reservoir 
of resources. As they work to implement their 
vision they foster the expressions of their tradi- 
tions in crafts...music...their way of life. 
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The heart of the strong, sound development of 
this great area lies in the close-knit relationship 
between families, homes, industries and financial 
institutions. Here, as in all America, both instal- 
ment credit institutions and their customers 
benefit from Old Republic’s complete line of 
credit life, accident and sickness insurance. A 
phone call, wire or letter will bring the man from 
Old Republic with details. 4ddress Old Republic 
Life Insurance Company, 307 North Michigan 
Avenue, Chicago 1, Illinois. 
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| eral changes” 


own examination and supervision by 
the Comptroller, the national banks 
are actually paying part of the cost of 
examining State banks. This is partic- 
ularly true, the Comptroller said, in 
the case of larger banks. “This in- 
equity should be eliminated.” 

The formula proposed by the Comp- 
troller is that both the Federal Re- 
serve and the F.D.I.C. should be re- 
quired to pay to the Comptroller of the 
Currency annually an amount equal to 
50 percent of the expense incurred by 
those two agencies in examining State 
insured banks. The F.D.I.C. would 
pay on the basis of its examinations 
of non-member banks while the Fed- 
eral Reserve would figure its payment 
on the basis of its costs in examining 
State member banks. 

“In some States,” Mr. Gidney 
pointed out, “the examination fees are 
very much less for State banks than 
for national banks. ... This is an in- 
centive for national banks to leave the 


| national system and convert to State 


banks. . Through the payments sug- 
gested in the proposed amendment, the 
examination fees assessed to the na- 
tional banks by the Comptroller could 
be reduced, thus restoring a more 
equitable balance between the State 
and National systems.” 
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States’ Rights an Issue 
In Proposed New Laws 


The principles of the dual banking 
system and the two-way-street for 
State to Federal or Federal to State 
charter conversions is now well estab- 
lished, although occasionally there are 


' complaints over details of the arrange- 


ment. 

When Congress, however undertakes 
to write a new banking law, there 
are bankers and supervisory officials 


_ who examine the proposals sharply for 


any indication that there may be a 
“sleeper” tending to upset the rights 
of either the Federal Government or 
of the States. There are two current 
instances, one going one way and one 
the other. 

The first arises out of proposals to 
strengthen the basic Federal Deposit 
Insurance Act, arising out of the 
Hodge case in Illinois. Senator J. W. 
Fulbright, chairman of the Senate 
Banking Committee, holds that “‘sev- 
in Federal banking laws 
are made necessary by the Illinois dis- 
closures. Just what these changes are 


| has not been spelled out. 


For one thing, would it violate the 
prerogatives of a State banking super- 
visor to pass a law forbidding officers 
or employees to accept jobs in banks 
that they have been actively supervis- 
ing or examining? At first glance 


' this seems easy enough to justify, for 


the persons affected would be the em- 
ployees of the Federal agencies, not 
State agencies. The objection to this 
proposal rests mainly on other grounds 
—that it would make it even more 
difficult for the agencies to recruit the 
kind of talent they want for bank 
examiner training. 

Another thing: Suppose the F.D.I.C. 
were empowered to close a bank, re- 
move directors or officers, or force a 
bank to submit to a complete audit 
against its will. There is heard con- 
siderable objection to this on States’ 
rights grounds, for after all it is the 
State supervisor and not the insuring 
agency that holds the basic super- 
visory authority. 

Of recent memory is a precedent 
showing how reluctantly the States 
yield to Federal legislation. During 
consideration of the bill regulating 
bank mergers, all three Federal super- 
visory agencies were in favor of the 
Fulbright bill in the form that it 
passed the Senate, and according to 
their statements to the Robertson 
Committee in recent weeks they all 
still favor it. But the National Asso- 
ciation of Supervisors of State Banks 
came out strongly against it, and sent 
both written protests and oral wit- 
ness to Washington to oppose it. 

Now as to the flow of legislative 
traffic in the opposite direction. The 
Comptroller has expressed annoyance 
over the fact that “‘various States” 
have made laws requiring national 
banks to acquire a State license in or- 
der to qualify as licensed lenders. He is 
especially displeased by the fact that 
State authorities, in some cases, as- 
sume from this the right to examine 
national banks. He points out that con- 
stitutionally “no State statute can de- 
prive such banks” of their general 
banking powers granted under Fed- 
eral law. 

The Comptroller, supported by Un- 
dersecretary of the Treasury W. Ran- 
dolph Burgess, wants this straight- 
ened out in terms that will make it 





clear that the States’ rights issue 
works both ways. 
CAPITAL NOTES 











Quite a turnover on the boards of 
directors of the Federal Reserve 
Banks and the Federal Advisory Coun- 
cil will ensue if Congress approves the 
Reserve Board’s proposal to limit con- 
secutive service to six years (except- 
ing only board chairmen). This length 
of service ought to be “adequate to 
assure for the System and the public 
interest the benefits of suitable con- 
tinuity of policy and acquired expe- 
rience,” the Board said. The Reserve 
System Governors’ own terms are for 
14 years, staggered. 
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public service — DOUBLE TT Time and Temperature 
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24 Hours Every Day 
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Double TT, Sr., and the new, low-cost Double TT, Jr., reserved for exclusive sponsorship of America’s financial institutions. 
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8 South Dearborn Street, Chicago 3, Ill. 
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MAJOR ADVANCE in together with other information on Double TT. 
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WILL SHE LOSE HER HOME, TOO: 


Your bank can give a widow 
the most comforting words of all 


You can assure her that her home is safe—the mortgage 

has been paid in full. There is no danger of a double tragedy 
for her—no possibility of injurious community relations 

for you. Federal’s Mortgage Redemption Plan protects both 
the customer and the bank. Customers like Federal’s Plan 
because the low, low cost is simply included in their monthly 
mortgage payment. Bankers like Federal’s Plan 

for its simplicity and freedom from burdensome detail. 


Write today for complete information. 


FEDERAL ALSO OFFERS CREDIT LIFE AND DISABILITY PLANS THAT WILL 
BUILD YOUR INSTALLMENT FINANCE DEPARTMENT SAFELY AND PROFITABLY 


FEDERAL 


LIFE and CASUALTY COMPANY 


Federal Offers You: 


A Custom Designed Plan based on careful study of 
your operations * Proven Customer Appeal « Simplified 
Streamlined Procedure « Complete Flexibility including 
Health and Accident coverage * Prompt Service + All 
Promotional Tools. 


HIGHEST RATING 

See Best’s and Dunne’s for rea- 
son’s why Federal enjoys their 
unqualified recommendation. 


PERSONAL PROTECTION 
SINCE 1906 


JOHN H. CARTON 
President 


HAROLD L. BUCK 
Vice President and Manager 
Credit Insurance Division 
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WOLVERINE-FEDERAL TOWER, BATTLE CREEK, MICHIGAN e¢ REGIONAL SERVICE OFFICES FROM COAST TO COAST 
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THE PERSONALITY SPOTLIGHT 








An advance notice has been received 
that Roy M. Marr, president of the 
Leader Federal Savings and Loan 
Association, Memphis, Tennessee, has 
been nominated for the presidency of 
the United States Savings and Loan 
League. Mr. Marr is slated to be ad- 
vanced from the vice-presidency of the 
League at its annual convention this 
month in Philadelphia. 

In another recent announcement, the 
League reported that T. B. King, for- 
merly director of the loan guaranty 
division of the Veterans Administra- 
tion, had been appointed as Washing- 
ton Counsel of the USSLL. Mr. King 
succeeds T. Wade Harrison, who re- 
cently resigned as Washington Coun- 
sel to become executive vice-president 
and managing officer of the First Fed- 
eral Savings and Loan Association of 
Gainesville, Florida. 

a 

J. Wallace Ely, executive vice-presi- 
dent of the Security Trust Company 
of Rochester, New York, was installed 





J. W. ELY 


Installed by Robert Morris 


as the new president of Robert Morris 
Associates at the Fall Conference of 
the association held last month in 
San Francisco. He succeeds James T. 
Overbey, senior vice-president of The 
First National Bank of Mobile, Ala- 
bama. The RMA now totals more 
than 2,600 loan officers and credit men, 
with a membership of over 800 banks. 

Mr. Ely has been active in the Asso- 
ciates since 1941, and has served 
in many posts on state and national 
levels. In addition to various com- 
mittee memberships, he also served as 
chairman of the important policy and 
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planning committee. He became first 
vice-president in 1955-56. 

Other officers for the coming vear 
are William R. Chapman, vice-presi- 
dent and director of the Midland Na- 
tional Bank of Minneapolis, Minnesota, 
and Fred E. Pike, senior vice-president 
of the Walker Bank and Trust Com- 
pany of Salt Lake City, Utah, who 
were elected first vice-president and 
second vice-president, respectively. 

New directors include Shaler Stid- 
ham, vice-president, Philadelphia Na- 
tional Bank; Thomas W. Hutchason, 
vice-president, Commerce Trust Com- 
pany of Kansas City, Missouri; Wil- 
liam M. Edens, assistant comptroller 
and head of the credit department, 
Continental Illinois National Bank & 
Trust Company of Chicago; and Nolan 
Browning, vice-president, Bank of 
America, Los Angeles. 


+ 


The Mortgage Bankers Association 
of America at its annual convention 
last month elected John F. Austin, Jr. 
as its new president, succeeding Lindell 
Peterson. John C. Hall was elected 
vice-president. 

Mr. Austin, who is president of T. J. 
Bettes Company, Houston, Texas, be- 
gan his banking career with the First 
State Bank of Frankston, Texas. After 
a term as senior bank examiner for 
the Federal Reserve of Dallas, and as 
cashier and vice-president of the South 
Texas National Bank in Houston, he 
joined the Bettes Company in 1948 as 
executive vice-president. 

Mr. Hall is president of Cobbs, Allen 
& Hall Mortgage Company, Inc., Bir- 
mingham, Alabama. He began his ca- 
reer in 1926 with The Jemison Com- 
panies, a Birmingham mortgage firm. 
He helped organize the company he 
now heads in 1946. 

Elected to the MBA board of gover- 
nors at the convention were Nathan 
T. Bascom, Worcester, Massachusetts; 
A. H. Cadwallader, Jr., San Antonio, 
Texas; Lon Worth Crow, Jr., Miami, 
Florida; Donald E. Nettleton, New 
Haven, Connecticut; F. M. Petree, 
Oklahoma City; Oklahoma; Carton S&S. 
Stallard, Elizabeth, New Jersey; Ehney 
A. Camp, Birmingham. Alabama; and 
Edward F. Lambrecht, Detroit, Mich- 
igan. 

Special honors in the form of 
the association’s annual Distinguished 
Service Awards were bestowed on two 
mortgage bankers at the convention. 
They were Carey Winston, president, 
The Carey Winston Company, Wash- 
ington, D. C., for his work in behalf 


of the association’s educational pro- 
gram ; and B. B. Bass, president, Amer- 
ican Mortgage & Investment Com- 
pany, Oklahoma City, Oklahoma, for 
his work in organizing the association’s 
conferences and clinics. 
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Britain’s Midland Bank Limited, one 
Five,” which has thou- 
England and 


of the “Big 


sands of branches in 





F. E. G. HAYWARD 
Named by Midland Bank 


Wales, has announced three promo- 
tions in its top executive offices. F. E. 
G. Hayward has become a chief general 
manager; E. R. Walker, a joint general 
manager; and C. Bosworth, an assist- 
ant general manager. All have long 
records of service with the bank. 

Mr. Hayward joined the bank at its 
head office in 1909, After World War 
I he became an inspector of branches 
and later an assistant manager at 
Threadneedle Street. In 1941 he was 
made assistant general manager, and 
in 1951, a joint general manager. 

Mr. Walker entered the bank in 1922. 
He served in several large branches 
throughout the 
country and be- 
came assistant 
general manager 
in 1953. He has 
lectured  exten- 
tively on bank- 
ing subjects and 
his articles in 
the Journal of 
the Institute of 
Bankers, entitled 
‘*A Banker’s 
Letters to His 
Son,” were re- 
printed in book form and awarded the 
Institute prize. 

Mr. Bosworth joined the bank in 





E. R. WALKER 
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Expanded NABAC board of directors talked over new responsibilities at recent meeting 


1923. His career has been closely con- board. They are NABAC president of | to NABAC work, the coveted NABAC 
nected with Midland Bank’s large tex- 1955 Robert H. Shepler, vice-president Key for meritorious service was 
tile interests. After serving as super- and cashier, Denver (Colorado) Na- awarded at the annual convention to 
intendent of branches at the London tional Bank, and outgoing President Henry G. Diefenbach, vice-president 
head office, he was appointed general Robert F. Goodwin, comptroller, Wac- and comptroller, United States Trust 
manager’s assistant in 1954, hovia Bank and Trust Company, 

Winston-Salem, North Carolina. <A 


4 » e . 
photo of the full board, which now 


With the rapid growth of the Na- 
tional Association of Bank Auditors 
and Comptrollers in recent years has 
come a need to build the association’s 
machinery for serving the 48 states. 
Consequently, at the recent annual 
convention of NABAC in Washington, 
D. C., a newly created and enlarged 
board of directors was established to 
replace the former executive board. 

In addition to the national officers, 
committee chairmen and district direc- 
tors, two immediate past presidents of 
the association will serve on the new 


consists of 28 banking officers, is shown 
at the top of the page. 

Also as part of its expanded serv- 
ices to member banks, three new men 
were recently added to the technical 
division of the NABAC headquarters 
staff. They are Henry Steele, active in 
banking in Cleveland, Ohio, for over 
20 years; George S. Goodell, formerly 
with the Illinois Bankers Association ; 
and Richard M. Linder, formerly with 
the State-Planters Bank of Commerce 
and Trusts, Richmond, Virginia. 

In recognition of their contributions 





Earn coveted NABAC awards 


Company of New York City, and to 
James J. Cambridge, Jr., general audi- 





tor, Crocker-Anglo National Bank, 


RECOGNIZED INSTANTLY 


BY YOUR CUSTOMERS... 













The world’s best known 
bank travelers cheque 


NIZED 
ANTLY... 


Years of continuous national advertising 
have made Bank of America Travelers 
Cheques the top seller! They lead the field 
among all bank Travelers Cheques because 
of world-wide acceptability, fast, liberal 
claims service, and the confidence buyers 
feel when they know their cheques are 
issued by the world’s largest bank. And 
you earn a higher commission when you 
sell Bank of America Travelers Cheques— 
90¢ for each $100 worth. 


So why don’t you sell Bank of America 
Travelers Cheques, too? For complete 
information write Bank of America, Trav- 
elers Cheque Department, 300 Mont- 
gomery Street, San Francisco, California, 


Bank of America 


NATIONAL {8481/82 ASSOCIATION 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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San Francisco. In the photo on page 
58, Mr. Diefenbach, left, and Mr. 
Cambridge, center, are shown receiv- 
ing the award from outgoing NABAC 
President Goodwin. 


« 


Alexander B. Adams has been named 


a vice-president of Mellon National | 


Bank and Trust 
Company, Pitts- 
burgh, Pennsyl- 
vania. Mr. Adams 
joined Mellon Na- 
tional in 1946. Since 
1953, he has been 
an assistant vice- 
president. His du- 
ties as vice-presi- 
dent will include 
supervision of ad- A. B. ADAMS 
vertising and pub- 

lic relations in the 53 Mellon Bank 
offices. Before joining the bank, Mr. 
Adams was with the New York Herald 
Tribune, and was a special agent of the 
Federal Bureau of Investigation. 





e 


On the eve of beginning the celebra- 
tion of its 175th anniversary, The First 
Pennsylvania Banking and Trust Com- 
pany, Philadelphia, was singularly hon- 
ored by receiving the U. S. Congress 
Franklin Commemorative Medal, an 
award issued in honor of Benjamin 
Franklin’s 250th anniversary. 

At the correspondent bank meet- 
ing at which the presentation was 











Singular honor for a bank 


made, The First Pennsylvania an- 
nounced that it had created a $100,000 
educational fund as its own anniver- 
siry present to the Delaware Valley 
area. In the photo above Congress- 
man Hugh Schott, front, left, pre- 
sents the medal to William F. Kelly, 
president of the bank. Looking on at 
the rear are, from left, Dr. Gaylord P. 
Harnwell, University of Pennsylvania 
president; William B. Walker, execu- 
tive vice-president, and William L. 
Day, chairman of First Pennsylvania. 
a 
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MAKE 
SURE YOU 
ARE 
PROTECTED 
AGAINST 


FORGERY 


THE MOST FREQUENT CAUSE OF LOSS 
UNDER BANKERS BLANKET BONDS! 


Figures prove it: the professional or amateur forger of checks and 
securities is the most active criminal confronting banks today. 








Forgery accounted for 5 out of every 8 bank losses covered under 
blanket bonds just reviewed for a 3-year period. This study 
included commercial banks in all parts of the country. Yet some 
banks have not yet purchased check forgery coverage —and only 
30% of all banks* have purchased protection against loss from 
forged securities, notes, etc.! 


How does your blanket bond stack up? Make it a special point 
to check it now. Make sure that coverage is included against 
check forgery and securities forgery (Clauses D & E, respectively). 


An American Surety Bank Protection Specialist offers you experi- 
enced help in bringing your forgery protection up-to-date. In 
fact, he’ll gladly make a survey of your whole protection pro- 
gram, just for the asking. No obligation of any kind. Simply 
contact your nearest American Surety agent or write our Bank 
Division for his name. 

*As reported by the ABA Insurance and Protective Committee 


Safeguarding Banks for over 70 Years 


— AMERICAN SURETY 


COMPANY FIDELITY * SURETY * CASUALTY + FIRE * INLAND MARINE 


HOMEOWNERS * ACCOUNTANTS LIABILITY * AVIATION 


100 Broadway * New York 5, N. Y. 











Mrs. Bee Bush, vice-president, Val- 
ley National Bank, Phoenix, Arizona, 
was elected 
president of the 
National Asso- 
ciation of Bank 
Women at the 
association’s re- 
cent annual con- 
vention. Mrs. 
Bush has been 
with the Valley 
National in vari- 
ous capacities 
since 1936, and 
was made a vice- 
president there in January of this year. 





MRS. B. BUSH 


She has been active in NABW work 
since 1945 and has held a number of 
important offices in the association. 

Mrs. Bush succeeded Miss Virginia 
A. Rehme, vice-president, Southern 
Commercial Savings Bank, St. Louis, 
Missouri. 

Miss Iweta Miller, assistant vice- 
president, First City National Bank of 
Houston, Texas, was elected vice-presi- 


dent of the NABW. Other newly- 
named officers are: 

Recording secretary, Miss Evva 
Shaw, assistant trust officer, Valley 


National Bank, Phoenix: correspond- 
ing secretary, Mrs. Ruby H. Condron, 
assistant cashier, The Bank of Douglas, 





YOU WILL NEED A SPECIALIST 


For the past twenty years bank 
checks have been slowly but surely 
expanding their functional values. 
Their primary function remains 
unchanged but their significance 
as source documents for fast and 
accurate check handling has become 
widely recognized as usage has 
increased. As we approach the day 
of mechanized processing this will 
become more apparent. 


We who print checks for a living 
cannot help but be conscious of the 
fact that the more they are utilized 
as an integral part of mechanized 
accounting, the more responsibility 
we will have to assume. Accuracy 
in the execution of check orders 
will take on a new meaning and 
precision will mean exactly what 
it is supposed to mean. We have a 
feeling that the bank checks of the 
future will be made only by top- 
notch professionals with up-to- 




















the-minute equipment and an 
abundance of know-how. 


Here at DeLuxe we have been 
alerted to this tightening up of tol- 
erances for some few years. That is 
the reason why we have kept our 
machines newand sparkling. That is 
why we have placed so much stress 
on proofreading and inspection. 
That is why we have kept our views 
fluid with respect to procedures 
that would contribute to accuracy. 


If indeed the checks of the future 
are to bear printed data upon which 
banks intend to rely for accounting 
exactness, the producing of such 
checks will require the knowledge 
of a specialist. It is our hope that 
we may continue to qualify. We 
hope also that many other check 
printers similarly qualify, because 
it is important that a large number 
of us rise to the occasion. 
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CHECK PRINTERS 


Manufacturing Plants at: CLIFTON, PAOL!, CLEVELAND, 


INDIANAPOLIS, CHICAGO, KANSAS CITY, ST. PAUL, DALLAS 
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New! Different! Combination 


CALENDAR ano LITERATURE RACK 


in Bronze e Brass e Aluminum or Chrome 





With Adjustable Dividers 
and Pen Sets 
Another choice J. A. Reinhardt & Co. qual- 
ity product . . . designed for deposit tickets, 
withdrawal slips or other literature. 


Other Models available with and 
without Pen Sets and Calendars 


WRITE FOR COMPLETE CATALOG 


pn: 
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Ss) BANK PRODUCTS CO. 


Established 1930 


3 PARK PLACE 
NEW YORK 7, N.Y. 














Phoenix; treasurer, Mrs. Evelyn B. 
Wirebaugh, auditor, The Miami Beach 
First National Bank, Miami Beach, 
Florida. 

. 


A new Department of Government 
Relations in Washington, D.C. was 
put into operation this month by the 
American Bankers Association. Direc- 
tor and chief administrative officer of 
the new department is Carroll A. 
Gunderson, a senior deputy manager 
of the association. As ABA general 
counsel, J. O. Brott will continue to be 











J. O. BROTT 


C. A. GUNDERSON 


Win new ABA positions 


the chief policy staff officer in Washing- 
ton and will coordinate his work with 
Mr. Gunderson. 

At the same time in expanding its 
Washington activities, the ABA named 
Henry M. Somers as secretary oi 
the new department. Mr. Somers is 
secretary and associate general coun- 
sel of the ABA, and secretary of its 
Committee on State Legislation. 
George J. Kelly, national director of 
public relations of the American 
Legion, will join the staff as director 
of information of the new department. 
Charles R. McNeill, presently an as- 
sistant general counsel of the U. S. 


Treasury, will join the ABA in De- 
cember as assistant general counsel. 


Charles T. O’Neill, Jr., an assistant to 
the ABA general counsel, was named 
secretary of the association’s Commit- 
tee on Federal Legislation. Miss Thel- 
ma Boes has been named office man- 
ager of the Association’s Washington 
office. 

In announcing the new department. 
Fred F. Florence, president of the 
ABA, said, “The department will make 
possible a_ greater coordination of 
the association’s activities in the broad 


field of government. relations. It 
will include relations with federal 


supervisory authorities, executive de- 
partments of government, and work on 
federal legislation. It will also include 
relations with state bank supervisory 
authorities and work on state legisla- 
tion in cooperation with state bankers 
associations.” 
° 


One of the highest title honors that 
is conferred upon laymen of the Cath- 
olic Church was recently awarded to 


Burroughs Clearing House 
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and even better 


Gold and silver were once the 
most acceptable currency. Today over 
90% of the dollar volume of 

all transactions is settled by check. 
Safety Paper invented by George La Monte in 1871 made the 

tamper-proof check a reality, and contributed greatly to our economic 

progress. Now, as for decades, the majority of America’s leading banks make 
La Monte Safety Paper their first choice... for safety, 


for quality, for service. 


Ask your lithographer to show you samples . . . or we will gladly send them direct. 





a om, SAFETY PAPER 
~—S ws FOR CHECKS 
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GEORGE LA MONTE & SON 


THE WAVY LINES ® ARE NUTLEY 1310, NEW JERSEY 
A LA MONTE TRADE-MARK 
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Who Does the Job— 
How Long Does it Take 


By machine you can do the job 20 
times as fast as by hand—and do 
it with complete accuracy! The 
Klopp, which now handles 2700 
coins per minute, is universally 
recognized for the quality of its 
engineering, construction and en- 
durance. Banks and business houses 
all over the world rely on this com- 
pact, low cost machine for mech- 
anizing the tedious, costly coin 
counting and wrapp'ng job. Klopp 
also builds sorters. 


KLOPP 


COIN 
y COUNTER 


Electric 
and 
manual 
models. 


\ ee ne 
‘5 Also sorters. 
2 
>» 






LO P P ENGINEERING, INC. 


35551 Schoolcraft Road 
Livonia, Michigan 





Please send catalog and prices on 
Klopp counters and sorters. 
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J. J. O'Connell, vice-president of the 
First National Bank in Dallas, Texas. 
The title which is known as Knight of 
the Equestrian Order of the Holy 
Sepulchre of Jerusalem, dates back to 
the Crusades, and is currently held by 
only 200 persons west of the Missis- 
sippi River. Mr. O’Connell, who re- 
cently celebrated his 50th year with 
First National, has been active in 
Catholic lay activities for many years. 

Another report from the First Na- 
tional of Dallas an- 
nounced that John 
Max Gray had been 
advanced to vice- 
president. Mr. 
Gray, a certified 
public accountant, 
joined the bank in 
1950, and has 
served in the analy- 
sis and credit de- 
partments. He was 
elected assistant 
cashier in 1953, and promoted to assist- 
ant vice-president in 1955. 











* 


The merger of the Delaware Valley 
Bank and Trust Co., Bristol, Pennsyl- 
svlvania, with The Philadelphia Na- 


tional Bank has been announced by 
Frederic A. Potts, president of the 
Philadelphia National and Clyde J. 
Waterman, president of the Bristol 
bank. In exchanging 20 shares of 
their bank stock for each 11 shares 
of The Philadelphia National, the 


Delaware Valley Bank becomes a part 
of a network of 22 banking offices. 

Officers and personnel of the Dela- 
ware Valley Bank will continue to 
serve with the enlarged bank, and the 
former board of directors will become 
members of an advisory committee for 
the Bucks County branches of the 
bank. Total assets of the merged bank 
will be approximately $1 billion. 


+ 
National Boulevard Bank of Chi- 
cago, Illinois, last month elected 


O. Paul Decker 
as its new presi- 
dent and Henry 
E. Lee, National 
Boulevard presi- 
dent since 1949, 
as vice-chair- 
man. Mr. Decker 
was an_ officer 
of the American 
National Bank 
and Trust Com- 





pany. Chicago, O. P. DECKER 
for 26 years and 
left his post as chairman of the in- 


vestment committee of that institution 
to accept his new role. He began his 
banking career in Chicago in 1919 and 
in recent years has been active in 
national banking circles. He has 


spoken frequently at banking conven- 
tions, and for a number of years taught 
at the Graduate School of Banking, 
Rutgers University 

* 


At The Northern Trust Company, 
Chicago, William T. Cameron has been 
made a vice-president in the banking 
department: David H. Thomas, Jr. a 
vice-president with assignments in IIli- 
nois, Wisconsin and Michigan; and 
Hugh B. McCulloch, a second vice- 


president in the trust department. 


° 
W. J. Woodward, who began his 
banking career in Port Huron, Mich- 


igan, has been elected president of the 
Reagan State Bank, 
Houston, Texas, 
while William  S. 
Pebworth, Jr. has 
been elected execu- 
tive vice-president. 
Mr. Woodward, 
who succeeds the 
late Neal Butler as 
president, became 
executive vice- 
president of the 
bank in 1954. Prior 
to that he was with National Bank of 
Commerce of San Antonio, Texas. 

A member of the Reagan State Bank 
since it was opened, 
Mr. Pebworth be- 
gan his banking 
career with the 
Houston branch of 
the Federal Re- 
serve Bank of 
Dallas. After eight 
vears there he be- 
came associated 
with the National 
Bank of Commerce 
in Houston. He 
was made cashier at Reagan State in 
1951 and vice-president in 1954. 





W. WOODWARD 





W. PEBWORTH 


7 


William O. Whitaker has been ap- 
pointed vice-president in charge of the 
public relations and new accounts de- 
partment and Victor §. Reiter ad- 
vanced to vice-president and cashier 
at the Garfield Commercial & Savings 
Bank, Los Angeles, California. Prior to 
going to Los Angeles, Mr. Whitaker 
was associated with midwest banks. 


Executive vice-president of the First 
National Bank of Cleburne, Texas. 
since 1951, J. E. Standley was recently 
elected the bank’s president to succeed 
A. A. Horne. Mr. Standley began his 
banking career in Texas in 1918. Mr. 
Horne will serve as the bank’s new 
chairman, replacing A. T. Lohmann, 
who was named honorary chairman. 
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Got a problem with a New York angle? 


Don’t waste your time trying 
to get answers about shipping, com- 
munications, fashion, finance, or any 
other markets centered in New York 
when it’s so easy to call your man at 
the Irving. 


He knows his way around New 
York ... knows whom to contact for 
what .. . has a corps of experts to 
call on when he needs them. He is 











always ready to help out-of-town 
bankers get the service they need for 
themselves or their customers in this 
highly specialized city. 

What’s more, no matter how 
routine or complex your question 
may be, your man at the Irving is 
happy to go to work on it. Feel free 
to get in touch with him just as you 
would a member of your own staff. 


IRVING TRUST COMPANY 


One Wall Street, New York 15, N.Y. 


Capital Funds over $128,000,000 


WituaM N. Enstrom, Chairman of the Board 
Domestic Banking Division, NoLan Harrican, Senior Vice President in Charge 
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Total Assets over $1,500,000,000 


RicHaArp H. West, President 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 
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New comptroller at the Central Na- 
tional Bank of Cleveland, Ohio is 
Thomas W. Harris, who was elected to 
that post recently to fill the vacancy 
caused by the 
retirement of 
Vice - President 
Richard C. 
Huelsman.  \Mlr. 
Huelsman had 
spent 40. vears 
in banking and 
had been promi- 
nent in the ac- 
tivities of the 
National Associ- 
ation of Bank 
Auditors and 
Comptrollers, the Controllers Insti- 
tute of America and the American In- 
stitute of Banking. 

Mr. Harris, who joined Central 
National in 1936, became manager of 
accounting in 1948, and assistant comp- 
troller in 1950. He is also active in the 
affairs of NABAC and AIB., as well as 
the National Association of Cost Ac- 
countants and the American Institute 
of Accountants. 





T. W. HARRIS 


4 


Ralph K. Davies, prominent inter- 
nationally in the shipping and _ petro- 
leum fields, has been elected to the 
board of The Bank of California, N.A., 


San Francisco. Mr. Davies is chairman 
of the board of American President 
Lines, Ltd. and the Natomas Company, 
as well as president of American In- 
dependent Oil Company. 

At the same time William Q. Walden 
has been named the new manager of 
the bank’s Martinez. California office, 
succeeding William D. Dockstader, 
vice-president and manager, who re- 
tired recently. 


4 


Top-management changes at the 
Union Market National Bank, Water- 
town, Massachusetts. include the elec- 
tion of Frederick W. Marriner as 
senior vice-president, and William R. 
Kennedy as executive vice-president. 

Mr. Marriner started his banking 
career at Union Market in 1917. He 


Receive top assignments 


F. W. MARRINER 


W. R. KENNEDY 























has been identified with the bank’s 
loaning and investment activities since 
1928. He became a director in 1951. 
Mr. Kennedy joined the Union Mar- 
ket National Bank in 1947 as an execu- 
tive assistant and was made a _ vice- 
president in 1950. He had previously 
been employed in the bank service 
division of the Burroughs Corporation. 


5 


Newly appointed as_ vice-president 
and head of a new 
business and cus- 
tomer relations de- 
partment at the 
Chatham Bank of 
Chicago is Clifford 
E. Kline. Mr. Kline 
has had a_ broad 
experience in bank- 
ing and in the com- 
mercial field of 
business. Until 
recently was an 
executive of the firm of Sidney Wanzer 
& Sons, Ine. 


C. E. KLINE 


° 


Six western financial leaders have 
been added to the directorate of the 
Transamerica Corporation, San Fran- 
cisco, California. They are: Lewis W. 
Douglas, chairman, Southern Arizona 
Bank & Trust Company, Tucson, 





...@ bank to assist in the financing problems 


of new or existing industries in Canada 


HALIFAX—65 Spring Garden Rd. 
MONTREAL-901 Victoria Sq. 


OFFICES AT 
TORONTO-85 Richmond St. W. 


WINNIPEG—195 Portage Ave. E. 





CALGARY-—513 Eighth Ave. W. 
VANCOUVER-475 Howe St. 


Burroughs Clearing House 














eal chem Ai AS ae he i Ne 








former ambassador to Great Britain, 
and one-time U.S. Director of the 
Budget; John M. Wallace, president, 
Walker Bank & Trust Company, Salt 
Lake City, Utah, and former mayor 
of that city; Walter C. Berger, director 
of the Bank of New Mexico, Albuquer- 
que; L. T. Murray, director and execu- 
tive committee member, National Bank 
of Washington, Tacoma; C. T. Chand- 
ler, vice-president, banking division, 
Transamerica Corporation, and for- 
merly executive vice-president of the 
National Bank of Washington, Ta- 
coma; and Oscar H. Keller, vice- 
president in Transamerica’s banking 
division and formerly executive vice- 
president of The First National Bank 
of Portland, Oregon. These additions 
bring Transamerica’s board member- 
ship to 15. 
° 


If honors were awarded for the bank 
woman of the most varied experience, 
a leading contender would be Miss 
Rose Ruttkay, secretary to the senior 
vice-president of the Trade Bank & 
Trust Company, New York City. Miss 
Ruttkay joined the bank, as what is 
known as a “floater” back in 1929 when 
the Trade Bank took over the Temp- 
kins Square Bank. The latter bank was 
an outgrowth of Ruttkay’s Private 
Bank, which had been run by her 
father, Eugene Ruttkay. Miss Ruttkay 
graduated from “floater” to foreign 
teller, to paying-receiving teller, to 
bookkeeping, to transit, and to ac- 
counting and auditing departments. 
Outside her banking duties, she paints 








MISS R. RUTTKAY 


Has wide, varied skills 


well, is a violinist, a one-time fencer of 
note, and now plays golf. She has 
visited Europe four times and talks 
German, French, Spanish and Hun- 
varian. She is a member also of the 
American Association for the United 
Nations. 
7 

The “London Times” recently paid 
tribute to Charles Alexander Gingell, 
the New York City representative and 
a local director of Barclays Bank Lim- 
ited, London, who died recently. Mr. 
Gingell had held those posts since 1936. 
Said the “Times,” “The death o 
Charles Gingell in New York at the 
early age of 54 will be a tremendous 
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FOR QUALITY PROPERTY INSURANCE. see your HOMETown 


one package that should 
under your tree " 
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is a girl’s best friend 


The Burroughs Sensimatic 
Bank Bookkeeping Machine—so easy 
to operate—makes fast work of 


all bank accounting jobs 


Even the newest operators take to the Burroughs 
Sensimatic instantly, because they can learn to operate it 
in virtually nothing flat. 


They keep right on liking it afterwards because it frees 
them from countless motions and decisions. They’re more 
alert, more efficient, happier at their jobs. 


Bank officers like the Sensimatic, too, because it does all 
bank accounting jobs with superlative speed and accuracy. 
Each exclusive sensing panel enables the machine to handle 
four separate jobs. (To do still more jobs, just switch panels.) 


Bank customers, especially, like the Sensimatic! Their 
statements are clear, accurate, easy to read, and complete 
with count of checks. 


With all these extra advantages for banks both big 
and small, certainly the Burroughs Sensimatic is 
the bank bookkeeping machine for you. 


FREE “Tell All’ booklet gives you the whole 
story of the Burroughs Sensimatic for 
Commercial Account Posting. 


To get complete information on the Burroughs 
Sensimatic Bank Bookkeeping Machine, and the 
better all-around job it can do for your bank, ask 
for the free booklet illustrated. Call our nearest 
branch, or write Burroughs Corporation, 

Detroit 32, Michigan. 











WHEREVER THERE’S BANKING THERE’S 





“Burroughs” and “‘Sensimatic”’ are trademarks 
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(a bank’s too!) 
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FASTER FORM HANDLING—A one- 
hand operation inserts and positions 
form in carriage. While carriage tabu- 
lates to posting position new amounts 
may be indexed. It then automatically 
completes posting, returns and opens. 














Sass 


FASTER INDEXING—The entire Sensi- 
matic keyboard is designed for faster, 
more positive indexing, with scien- 
tifically improved slope and height, 
finger-tip key fit, and swift, uniform 
key depression. 





— 
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FASTER MOTOR BAR SELECTION — 
The Sensimatic’s exclusive construc- 
tion assigns a single major function 
to each motor bar, so that operator 
decisions are reduced and posting is 
simplified and speeded. 














MOST VERSATILE—Features include 
automatic check count, overdraft lock, 
automatic register totaling, date lock, 
listing-posting tape and activity counters. 
And the Sensimatic can switch from 
job to job at the turn of a knob. 
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@ Is America’s Most Popu- 


lar Personal Checking Ac- 
count Plan 


Thi Lig, Oo é 
@ is available to only one 
bank in an area 


e furnishes complete operat- 
ing supplies, imprinting 
equipmentand advertising 
materials 


edbti Check 


®@ requires no investment by 


the bank 


‘@ has 17 years’ experience 
with on-the-premises im- 
printing equipment 


@ imprinters can be easily 
adapted to check automa- 
tion procedures 


of 
@ is nationally advertised in 
Saturday Evening Post to 


help client banks attract 
new accounts 


May we tell you how hun- 
dreds of banks from coast- 
to-coast have profited 
with THRIFTICHECK? 


ThrfiiCheck 
SERVICE CORPORATION 
100 Park Ave., New York 17, N.Y. 














loss to the cause of Anglo-American 
understanding. His geniality and ready 
wit, his willingness to go to endless 
trouble in the interest of international 
relations, were appreciated to the full 
by countless American bankers whose 
friendship he had so deservedly gained 
in his 


many years among them. In 
financial circles from New York to 
Seattle, from Los Angeles to New 


Orleans, there will be universal regret 
at his passing.” 
* 


Current chairman of the Associated 
Banks in New Zealand, an office com- 
parable to president of the American 
Bankers Associ- 
Stion, is B&B. 1. 
LeSueur, manag- 
er for New Zea- 
land of the Com- 
mercial Bank of 
Australia, Wel- 
lington. Mr. Le- 
Sueur joined the 
Commercial 
Bank of Austral- 
ia in 1923. He 
became a_ sub- 
manager of the 
London Office in 1948, acting manager, 
3ritish and Foreign Department, Mel- 
bourne in 1951, and later was appointed 
sub-inspector. He was appointed man- 
ager of the bank’s Wellington, New 


K. L. LESUEUR 


Zealand office in 1952, and in 1954 
assumed the duties as manager for 


New Zealand. 


4 


Bank of America, San Francisco, has 
advanced Paul R. Alexander to vice- 
president, and Robert C. Mayer and 
William E. Dittoe to assistant vice- 
presidents. Mr. Mayer is head of the 
business development section of Bank 
of America (International) in New 
York City. Mr. Alexander is manager 
of the bank’s office in St. Helena, Cali- 
fornia, and Mr. Dittoe is at the bank’s 
San Francisco head office. E. C. An- 
derson has been named manager of a 
branch in Oakland, succeeding Joseph 
W. O’Donnell, who was transferred to 
an executive post at the head office. 


” 


The appointment of two special 
representatives in its business develop- 
ment department, and the election of 


a new assistant vice-president, have 
been announced by Valley National 


Bank, Phoeniz, Arizona. The special 
representatives are James Minotto and 
Lawrence Mehren, and the assistant 
vice-president, Charles E. James. 

Mr. Minotto has had a distinguished 
career as diplomat, businessman and 
rancher, as well as that of a banking 
officer. He began his banking career 
in Germany in 1909, and after immigrat- 
ing to this country in 1914, became 





J. MINOTTO 


L. MEHREN 


Business development appointees 


associated successively with the Guar- 
anty Trust Company of New York, 
the Equitable Trust Company, which 
is now the Chase Manhattan Bank of 
New York, and the Boulevard National 
Bank of Chicago. He has been presi- 
dent of the Minotto Investment Com- 
pany of Phoenix since 1925. 

Mr. Mehren is a prominent Arizona 
agriculturalist who since 1930 has been 
manager partner of a large ranch on 
which are grown citrus of all varieties, 
cotton and other farm products. 

Mr. James formerly headed the trust 
investment division of the Manufac- 
turers National Bank of Detroit, Mich- 
igan, and prior to that was a security 
analyst for a Detroit brokerage firm. 


4 


The rewards a banking career can 
hold for a young man are told in the 
highlights of the 18-year career of 
R. L. Parsch, cashier of the Lapeer 
(Michigan) Savings Bank. 

As a 16-year-old high school student 
in 1936, Mr. Parsch took a job as part- 
time janitor at the 
bank. Later he 
worked halt days in 
the bank’s’ book- 
keeping department 
while finishing high 
school. At 19 he 
was appointed as- 
sistant cashier, and 
resumed that title 
after a 3-year term 
as an Army com- 
pany commander in 
Europe during World War II. 

In 1949 he was made cashier, han- 
dling all phases of the bank’s work, 
and in 1951 he completed a three-year 
course at the University of Wisconsin 
school of banking. Recently the bank’s 
board elected him as director and chiet 
executive officer to succeed the bank's 
late President Frank Coward. 














R. L. PARSCH 
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At The First National Bank of 
Memphis, Tennessee, Robert D. Lam- 
bert and J. C. Wyckoff have been pro- 
moted to vice-presidents, and Glenn 
Hodges has been elected an assistant 
cashier. 

Mr. Lambert joined the First Na- 
tional in 1945. He has been assigned to 
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Ud Machine to attract bank traffic! 


Two smart bankers loan the “‘Moniac”’ to help 





build City National’s Correspondent Banks! 


The ‘‘Moniac”’ (pronounced money-ak), newest cousin 
in the thinking machine family, has turned into an ace 
salesman for hundreds of City National correspondent 
banks. 

Developed by a City National staff member, the 
““Moniac”’ is designed to educate the public to recog- 
nize counterfeit money. Fourteen pieces of currency 
are displayed beneath ‘“‘Moniac’s” glass top. Push 
buttons beside each bill let bank customers choose 
whether they think the money is counterfeit or gen- 
uine. In the past few years, ‘““Moniac’”’ has proved a 
potent attraction in the hundreds of banks to which 
it has been loaned. 

To Bill Miller and Al Lindgren, of City National’s 


CITY NATIONAL BANK 


AND TRUST COMPANY of Chicago 
208 SOUTH LA SALLE STREET 


(Member Federal Deposit Insurance Corporation) 
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correspondent division, the ‘‘Moniac”’ is just one more 
device to help associate banks around the country. 
City National considers its correspondent operation 
one of the most vital facets of its over-all activity. The 
““Moniac”’ is typical of the service City National ren- 
ders to its correspondent clients. Less glamorous than 
the ‘‘Moniac’’, but more significant to City National’s 
hundreds of correspondent bankers, is the fact that 
every City National correspondent is serviced by an 
officer of the bank . . . with the authority and power 
to execute every detail for his customer. 

Wherever your bank is situated, you will do well 
to consider City National as your associate in Chicago, 
and your partner when you need help. 
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AUTHORIZED 
FOREIGN EXCHANGE BANK 
SITUATED AT KOBE PORT 
PROVIDES COMPLETE 
WORLDWIDE BANKING SERVICE 


President: CHU OKAZAKI 
Head Office: KOBE, JAPAN 


Branches: 
TOKYO, YOKOHAMA, NAGOYA, 
OSAKA, and others 


Representative Office: LONDON 
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SIGNS 


‘BETTER 
FOR 





L £ 7 S FIRST 
AMERICAN 
Fiver quality than . 
you would ex- NATIONAL 
pect to find in 
everlastingly hand- : 
some cast bronze 


and aluminum signs 
at such low, low 
prices. 

















DESK AND COUNTER 
NAME PLATES 


Exterior signs . separate letters for 
building fronts railings and gates. 
Produced by fabricators famous for fine 
craftsmanship since 1882. 

WRITE! Your request for our big free 
Tablet Catalog will be honored the same 
day as received. (No obligation!) 


EWMAN 
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EST. 1882 


Cincinnati 3, Ohio 
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J. C. WYCKOFF R. D. LAMBERT 


Promoted to vice-presidents 


the bank’s correspondent bank de- 
partment as Mississippi-Alabama rep- 
resentative since 1953, and will 
tinue to’ serve in that capacity. 
Mr. Wyckoff joined the bank in 
1936 as a messenger and has worked in 
most of the bank’s major operating 
departments. He is a member of the 
bank’s public relations committee and 
his present assignment includes public 
relations, business development and 
coordination of branches. 


con- 
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At the administrative headquarters 
Trust 


of First Western Bank and 
Company, San 
Francisco, Albert 
L. Johnson has 
been appointed a 
vice-president and 
assigned to the co- 
ordinator’s depart- 
ment. In other 
changes, Henry W. 
Hoffman 














was 
named assistant 
comptroller; Cyril A. L. JOHNSON 
F. Marelia, was 
named trust business development 


representative for the northern Cali- 
fornia area; Gordon L. Sims was pro- 
moted to assistant cashier; and Law- 
rence Stickney was appointed man- 
ager of the bank’s Alameda office. 


* 

Last month Alexander C. Nagle, 
chairman of the executive committee 
of The First Na- 
tional City Bank 
of New York re- 


tired, but will re- 
main as a director 
of the bank. Mr. 
Nagleis well 
known in banking 
circles throughout 
the nation and 
was formerly pres- 
ident of the First 


National Bank of 
the City of New A. C. NAGLE 
York. He became 


executive committee chairman of The 
First National City Bank at the time 
of its merger with First National in 
March, 1955. 


In other changes at the First Na- 





tional City, Kenneth K. Rounds has 
become an assistant vice-president in 
the South American District; Everett 
S. Tewskbury, an assistant vice-presi- 
dent in the Caribbean District; and 
George Thiel an assistant cashier in 
the European district. 


4 


Herman N. Mangels, president of 
the Federal Reserve Bank of San Fran- 
cisco, recently observed his 40th vear 
of service with that institution. Over 
those vears he has watched the growth 
of that bank and 
witnessed the 
great economic 
changes in the 
West Coast re- 
gion it serves. 
Among the 
changes are the 
phenomenal | in- 





crease in popu- 
lation. from 6 to 
20 million: the 
creation of many 
new cities and 
industries; and H. N. MANGELS 
the growth in 


banking assets, from less than $3 billion 
in 1916 in all banks of the Twelfth 
District. to the more than $25 billion 
today. Mr. Mangels began his bank- 
ing career in 1911 as a messenger for 
The Anglo & London Paris National 
Bank of San Francisco, and later the 
Bank of Monterey. When he joined 
the Federal Reserve Bank in 1916, it 
was then less than two years old, occu- 
pied rented quarters in San Francisco 
and had a staff of less than 100 people. 
Today it operates offices in five Pacific 
Coast cities, with a staff of about 2,000. 
* 

The Citizens Savings Bank and 
Trust Company. Hamilton, Ohio, has 
announced the ap- 
pointment of Don 
J. Palmer as vice- 
president. Mr. 
Palmer comes to 
the Citizens Sav- 
ings Bank from the 
Illinois National 
Bank of Spring- 
field, where he was 
a vice-president. At 
the same time 
Charles N. Vance 
and Miss Kathryn E. Weiland were 


advanced to assistant vice-presidents. 





D. J. PALMER 


Joe D. Paxton, chairman of the 
County National Bank and Trust Com- 
pany, Santa Barbara, California, has 
been made a director of the An- 
geles Branch of the Federal Reserve 
Bank of San Francisco. Mr. Paxton 
will fill the unexpired term oi the late 


Los 


Burroughs Clearing House 

















a Ly a 


met «> 


a 








re 


tS. 


Sinica Sac cA An chan cell 3 


et. 


~ 


2 





Hugh C. Gruwell, former chairman of | 


he First National Bank of Phoenix, 
\rizona. 


° 


At Bankers Trust Company, New 
‘ork City, Herbert D. Shea has been 
named a vice-presi- 
lent. Mr. Shea be- 
ean his career as 

messenger for 
Bankers Trust in 
1933. He was 
named assistant 
treasurer in 1943 
and an assistant 
vice-president in 
1946. 

Simultaneously 
with this announce- 
ment, the bank made known the pro- 
motions of John Hawes, Jr., to assist- 
ant vice-president, and John C. 
Ketchum, Jr., Paul W. Marpe, and Ed- 
ward H. Pennell, assistant treasurers. 








H. D. SHEA 


* 


A new bank consultant firm that 
specializes in the development of new 
business and_ the 
promotion of cus- 
tomer and public 
relations has been 
set up by S. H. 
Chelsted, who re- 
cently resigned his 
position as_ vice- 
president of the 
Peoples First Na- 
tional Bank & 
Trust Company, 
Pittsburgh, Penn- 
svlvania. The new firm is known as 
Jim Chelsted Associates, with offices 
at 100 Park Avenue. New York City, 
and 207 Kings Highway, Carnegie, 
Pennsylvania. 

Mr. Chelsted is a former president 
of the Financial Public Relations Asso- 
ciation, and for the past ten years was 
in charge of public relations, advertis- 
ing and personnel for Peoples. 





S. H. CHELSTED 


5 


A newly created special risk division 
has been established by the Old Re- 
public Life Insurance Company, Chi- 
cago, Illinois. The division, which will 
embrace the company’s mortgage pro- 
tection plans, rent insurance, dual 
dollar savings plan, etc., will be headed 


by Daniel T. DeWald. 
* 


Duties as head of the trust division 
of the First National Exchange Bank 
of Roanoke, Virginia, were recently 
taken over by George T. Ellis, senior 
trust officer. Mr. Ellis succeeds Paul 
S. Stonesifer, vice-president, who re- 
cently retired after 42 years of service. 
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You'll likely meet Callan E. England in St. Louis—as one 
of The First Pennsylvania’s traveling vice presidents, he’s 
there often. He may be answering questions of one of our 
own St. Louis customers, or he could very well be making 
available to one of our correspondents his thorough knowl- 
edge of Philadelphia’s growing commercial opportunities. 


And it’s sure that Mr. England will be mentioning one 
of our best-known services: the sending of all clearances 
by air mail direct to our own correspondents. Our indus- 
trial customers and correspondents rely on this extra speed. 





We have lots of other valuable services. Interested? 
Ask Cal England, or any of our other officers, to drop in. 
Or when you're in Philadelphia, stop at our Main Office, 
15th and Chestnut Sts. We'll be glad to tell you all the 
things we can do to make your business ventures in our 
town successful. 


The First Pennsylvania 


BANKING AND TRUST COMPANY 


Banking since 1782 
30 offices, Philadelphia and suburbs 


Serving more people more ways than any other Philadelphia bank 


Member Federal Reserve System © Federal Deposit Insurance Corporation 
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DIEBOLD ULTRASONIC ALARMS 
protect entire premises or specific areas 


against intrusion... fire . . . window or 


door panel breakage. 





DIEBOLD-McCLINTOCK BURGLAR 
ALARMS protect vaults and depositories 
against all known types of burglarious 
attack. 





DIEBOLD-McCLINTOCK POLICE 
ALARMS instantly and silently transmit 
an alarm signal directly to police head- 
quarters in the event of holdup attack. 


Diebold, Incorporated 
903 Mulberry Rd., S. E. 
Canton 2, i 


Please send complete information about ic cooraina- 
ted Diebold Protection Plan. 


Ohio 
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... is your best protection 


Customers never know it is there. Only bandits recognize the 
Diebold Bank Protection Plan as an alert unseen force... 
a force that discourages holdup and burglary attacks! 


Bandits know that the Diebold Plan keeps bulk sums beyond 

their reach, in addition to triggering an overwhelming threat of 
apprehension. They know that the Diebold Plan coordinates ultra-sonic, 
sound-wave and police alarm systems... counter cashguards . 
delayed-control and silent-signal locks . .. money-traps.. 
bandit-barriers and vaults with the local law enforcement agencies, 


For stopping holdup and burglary losses ask for 
complete details, today. 


for the best known protection against 
burglary and holdup, use the 
DIEBOLD coordinated alarm 

and money handling plan. 


Diebold’ 


903 Mulberry Rd., S. E. Canton 2, Ohio 


TLFATAAAS 
QUESTION 





PROTECTED BY 





Manufacturers of the world’s finest banking equipment. 


Burroughs Clearing House 
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CANADIAN BANKING 





Higher Savings Interest, 
Check Service Charges 

A new 21% per cent interest rate on 
savings accounts was announced in 
late September by Canada’s banks. 
The increase brought the rate to its 
highest point since 1934, and was the 
second raise this year, the rate having 
gone from 2 to 2'4 per cent on August 
1. The interest is payable on April 30 
and October 31. 

The Canadian Bankers Association 
announced that the increase was a 
move in keeping with the government’s 
policy to encourage thrift through 
anti-inflationary measures, and also in 
keeping with the new series 3'4 to 4 
per cent Canada Savings bonds which 
went on sale last month. 

Canadian trust companies followed 
the bank’s suit, some simultaneously 
and others with effective dates up to 
November 1, by increasing their 
savings rates from 2% or 2°4 to 3 
per cent. The trust companies also in- 
creased their rates on guaranteed 
deposit accounts from 3 to 3% per 
cent. 

The trust companies traditionally 
pay higher rates than the banks to 
retain their competitive position. 
Many trust officials feel that the in- 
crease was timely and that higher in- 
terest rates are here to stay for a 
while, since there is no end in sight 
to the boom. With the big demand for 
money generated by large capital ex- 
penditures in recent months, they feel 
that now is the time to increase in- 
terest on savings deposits to attract 
more money into savings organiza- 
tions. 

Meanwhile, shortly after announcing 
the savings rate increase, the Cana- 
dian banks also announced an increase 


By JAMES MONTAGNES 


























CANADIAN BANK SAVINGS INTEREST RATES— 1933-1956 
PER CENT PER CENT 
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Increased rate, now back to 


in service charges, effective October 
1, from 10 to 15e¢ on savings account 
checks, and from 8 to 10¢ on current 
account checks. 

In explaining the service charge 
hike, the banks pointed to the in- 
creased cost of handling checks and to 
the increase in the number of checks 
being written. The new charges, they 
said, are in line with generally in- 
creased bank operating costs. 

In an effort to encourage a wider 
use of current accounts, particularly 
in cases where customers frequently 
write checks on savings accounts of 
smaller balances, some of the banks 
in their announcements described the 
advantages of the current accounts. 
These allow a free check each month 
for every $50 minimum balance, and 
a minimum 40 cents maintenance 
charge monthly. Savings accounts 
allow one free check or counter with- 
drawal each three months for each 
$100 minimum balance. 


The chart below shows that under 


Revised schedule encourages wider use of current accounts 








Quarterly 
Minimum No. of cheques Cheque 
balance written charges 
$ $ 
50 10 1.50 
200 15 2.25 
600 20 3.00 
1,000 30 4.50 








CANADIAN BANK CHECK SERVICE CHARGES 


Savings Account 


Net cost or income, 
after free cheques 
and interest 


Current Account 


Net cost (no interest and 
one 10¢ deposit charge) 


$ $ 








—1.19 —1.10 
—0.Z0 — 1.60 
+1.65 —2.10 
+3.25 —3.10 
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°33 level, is inflation hedge 


the new rates a current acount is 
cheaper than a savings account for the 
customer who writes a lot of checks 
against a smaller balance, even though 
the current account pays no interest. 
On, the other hand, as the mini- 
mum quarterly balance increases the 
savings accounts become more at- 
tractive. 


Bank of Montreal’s New 
Worldwide Money Order 


The Bank of Montreal has issued a 
new style “Worldwide United States 
Dollar Money Order” which cuts paper 
work to a minimum for the benefit of 
both customers and bank staffs. The 
money order is designed for negotia- 
tion, without advice of issue, in U.S. 
currency in the United States and 
other countries at the current rate for 
demand exchange on New York, less 
the negotiating bank’s commission. 
The maximum amount for the new 
order is $500. 

The new form carries the litho- 
graphed signature of A. C. Jensen, the 
bank’s general manager, and a man- 
ual counter-signature, thus expediting 
counter service by eliminating the 
double authorized signatures that are 
normally required on bank _ instru- 
ments in amounts exceeding $100. The 
form also reduced internal routine op- 
erations at any of the bank’s some 700 
branches by the use of “snap-out”’ 
carbons that make possible a customer 
receipt and completion of all necessary 
internal accounting vouchers in a 
single operation. 

Bank of Montreal points out that 
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the new form gives correspondent 
banks an instrument that can _ be 
handled more easily because the advice 
of issue normally required for bank 
drafts is eliminated; that the orders 
are being issued in a substantially in- 
creased maximum amount as com- 
pared to the former style U.S. money 
order that was limited to $200; and 
that the new money orders meet an 
increasing public demand for inter- 
national personal and benevolent re- 
mittances in a form that the remitter 
himself may forward directly to the 
payee. 

These international U.S. dollar 
money orders are cleared through the 
bank’s offices in New York and San 
Francisco or any branch of the bank 
in Canada at which the negotiating 
bank maintains an account in U.S. 
dollars. 
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Royal Trust Announces 
Merger. Investment Plan 


The Royal Trust Company, Mont- 
real, has purchased the outstanding 
shares of Barclays Trust Company of 
Canada, Montreal. Barclays, which 
began business in Canada in 1931, was 
affliated +with the former Barclays 
3ank of Canada. The latter was 
merged earlier this year with the Im- 
perial Bank of Canada, head office, 
Toronto. 

C. D. Paxton, manager of Barclays 
Trust, has been appointed an assistant 
general manager of the Royal Trust. 
Other officers of Barclays, which also 
had offices in Toronto and Vancouver, 
have been absorbed in the Royal Trust 
organization. A. J. Shepley, with Bar- 
clays Toronto office for the past 20 
years, has been appointed an invest- 
ment and trustee manager of the Tor- 
onto office of Close Brothers Ltd., of 
London, England. 

Along with the merger report, Royal 
Trust also announced that it had 
begun a new approach to the invest- 
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New money orders speed transactions, cut paper work 


ment of pension trust assets with the 
establishment of three classified in- 
vestment funds. These are: 1. to hold 
government bonds, 2. to hold corporate 
fixed income securities, bonds and pre- 
ferred shares, and 3. to hold common 
stock. Pension trusts participating in 
this investment outlet, Royal Trust 
announced, can choose their own pro- 
portions. 

This is the first such fund to be set 
up in Canada. Each individual pension 
trust retains its identity for account- 
ing purposes, but owns a proportionate 
number of units in the multiple fund. 
An ordinary form of trust agreement 
is used, supplemented by clauses per- 
mitting the pooled investment prin- 
ciple. No extra charge is made for 
participation in the multiple fund. 


Loan Limits Raised 
For Home Improvements 


Canadian banks, under amendments 
to the National Housing Act which 
came into force late last summer, can 
now lend money for home improve- 
ments up to $4,000 for periods up 
to 10 years. Previously the limit was 
$2,500 for three- to five-year periods. 

The home improvement loans can 
cover additions to a house, improve- 
ments including paved driveways and 
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recreation rooms, new electric wiring 
and plumbing, etc. The loans must be 
approved by the Central Mortgage and 
Housing Corporation, a subsidiary of 
the Bank of Canada, to come under 
the government-guaranteed loan pro- 
visions of the National Housing Act. 

It is estimated in the building trade 
that the enlargement of the housing 
loans and lengthening of the repay- 
ment period will mean a $750 million 
business for the home-building field. 
It is expected that once the banks start 
making loans in volume for the larger 
sums and longer periods, lending will 
be easier than for home mortgages. 
The home improvement loans can be 
obtained within a few days. 


Canadian-Mexican Trade 


As a bank specializing in foreign 
trade, The Mercantile Bank of Canada 
has released another booklet in its 
series on countries with which its 
affiliates do business. The new booklet 
“Meet Mexico,” deals in some detail 
with Mexico’s climate, political his- 
tory, cities, and major industries. 

The booklet also goes into consider- 
able detail in describing Mexico’s for- 
eign trade, especially trade with Can- 
ada; the banking system in Mexico; 
and the country’s rapidly expanding 
economy. 

“Mexico is engaged in an intense 
program of economic development,” 
says the booklet, “This development 
bodes well for the expansion of Cana- 
dian exports, particularly those needed 
for industrial progress: raw mate- 
rials and semi-manufactured articles, 
equipment and machinery. Little can 
be expected, however, of non-essentials 
as the Mexican government keeps the 
purchase of these from abroad at a 
minimum through import control.” 

The booklet contains a map of Mex- 
ico, a listing of Canadian government 
representatives in Mexico and Mexican 
government representatives in Can- 
ada, and trade figures for the past 
year by commodities and countries. 
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Personnel News 


James M. Jackson, manager of the 
main Montreal office of the Bank of 
Montreal, has been 
appointed an as- 
sistant general 
manager and will 
remain manager of 
the main Montreal 
branch. Prior to 
coming to that city, 
he had been located 
at Calgary as su- 
perintendent of Al- 
berta branches of 
the Bank of Montreal. 





J. M. JACKSON 
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T. H. Cummings has been appointed 
manager of the securities department 
of the Royal Bank 
of Canada at the 
Montreal head-of- 
fice. He succeeds H. 
P. Glencross who 
has retired. Mr. 
Cummings joined 
the Royal Bank of 
Canada in 1923 and 
served in various 
branches in On- 
tario and Quebec 
provinces. In 1936 
he was transferred to the securities 
department. 





T. H. CUMMINGS 
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Thomas A. Boyles, manager of the 
main Toronto branch of the Bank of 
Nova Scotia, has been appointed an 
assistant general manager of the bank 
at the general manager’s office at 
Toronto. He started with the Bank of 
Nova Scotia 35 years ago, and held 
various executive positions including 
that of chief accountant before be- 
coming manager of the bank’s branch 
at Ottawa, from where he moved to 
the Toronto post in December 1952. 

Gordon J. Touchie, manager of the 
main branch of the Bank of Nova 
Scotia at Hamilton, Ontario, since 
1952, has been appointed manager of 
the main branch at Toronto. Mr. 
Touchie joined the bank at Newcastle, 
New Brunswick, in 1927, and has held 
posts at various branches. 


Named to key Toronto posts 
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On May roth 1956, intruders 
broke into large Toronto premises 
and made a determined attack on 
a Chubb Standard Quality Blow- 
torch and Drill Resisting Safe 
installed there. Heavy charges of 
explosive were used, but the burglars 
failed to open the safe. Chubb stood 
the test. 

Chubb Blow-torch and Drill 
Resisting Safes and Vault Doors can, 
in fact, boast an amazing all-round 
record for impregnability. In various 
parts of the world, frequent attacks 
have been made on these safes by 
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burglars using the most up-to-date 
methods. Yet no burglar has ever 
succeeded in opening one. 

For real peace of mind where cash 
and valuables are concerned, Chubb 
Security Equipment is the modern 
answer. Send for details of our 
Advisory Service. It’s free and with- 
out obligation. 

There are Chubb factories in Canada 
(577 Oxford Street, Toronto); Austra- 
lia (164 Clarence Street, Sydney); 
South Africa (63 President Street, 
Fohannesburg); and England (Wednes- 
field Road, Wolverhampton). 
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Union Bank 
MONEY ENGINEERING 


SCIENTIFIC ANALYSIS 

UNION BANK was the first financial institution to create a 
department of Research and Engineering, combining 
scientific analysis with imaginative thinking for the solution 
of banking problems in everyday business. 


TECHNICAL SPECIALIZATION 

UNION BANK’S specialists keep on top of all systems, methods 
and machines...making Money Engineering work for you and 
your customers. These banking technicians are able to incorporate 
time-saving, money-saving changes at a moment’s notice 

when their findings warrant it... because we are a unit bank. 


RAPID TRANSIT 

UNION BANK recognizes the vital role of transportation in modern 
banking. Through Money Engineering UNION BANK outraces 
clock and calendar to turn paper items into money, creating 

new working capital for your customers. UNION BANK Offers the 
fastest transit service available to correspondent banks. 


Our list of correspondents has grown because we give them 
the kind of service they need and want. This is modern, 
efficient banking at work. THIS Is MONEY ENGINEERING... 
creating new dimensions in banking. 


UNION BANK & TRUST CO. of Los Angeles welcomes the 
opportunity to discuss ways of putting Money Engineering 
to work for your bank and its customers. 


UNION BANK eérrusr co. 
of Los Angeles, 8th & Hill Sts. 


Teletype: LA501 » Bank Wire: SLUN « The Businessman’s Bank * We Have No Branches 
Member of the Federal Deposit Insurance Corporation and Federal Reserve System 
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THE BOOKLET COUNTER 








Engineering an Employee Benefit 
Program ... In this 38-page booklet, 
financial organizations will find clear- 
cut answers to important questions to 
be considered in adopting or modify- 
ing an employee benefit program. The 
booklet is primarily aimed at guiding 
management to a sharp analysis of 
benefit plans in the light of current 
labor, economic and tax conditions. It 
also provides a better understanding 
of the various plans and the many 
complexities involved. Trust officers 
will be particularly interested in the 
breakdown of tax and cost advantages 
of each benefit program. 


Correspondent Bank Services... 
Bank officers interested in expanding 
their correspondent banking accounts 
will find many helpful ideas in these 
clever offerings issued by large banks 
in New York City and Dallas. Both 
publications pinpoint the variety of 
services that correspondent banks can 
utilize, and both are well illustrated to 
emphasize how the larger banks can 
help in planning and constructing new 
buildings, speeding collections, ete. 
Other large banks may want to pub- 
lish similar literature, and these book- 
lets will serve as excellent guides. 


Credit for the Consumer... Al- 
though the statistics and data con- 
tained in this 32-page booklet are 
based on experiences in New York 
state, they still provide many facts 
that can be applied to operations of 
financial organizations across the coun- 
try. The publication points out, for 
example, who the users of consumer 
finance are, purposes for which loans 
are being made, bad debt loss experi- 
ences, net earnings of licensed lenders, 
per cent of average loans outstanding, 
and the like. The booklet also pro- 
vides historical highlights about the 
consumer finance industry, and de- 
tails current distribution of our $36.2 
billion consumer credit. 


How to Improve Your Home... 
This 20-page booklet is full of basic 
ideas that can be applied to different 
types of homes and _ situations. It 
covers the various home improvement 
needs, and is well illustrated to show 
the effects of a little renovation or an 
iddition to a home. Landscaping, the 
ise of space-saving closets, and major 
mprovements such as the building of 
' garage, are among the topics cov- 
red. Published by a large Pittsburgh 
‘sank, the pamphlet devotes a mini- 
tum of space to the _ institution’s 
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Promotes improvement loans 


financing plans, concentrating instead 
on interesting the readers in home 
projects. Other banks will find its un- 
usual approach highly effective. 


Mortgage Warehousing... A Mis- 
nomer . Lending officers and the 
legal staff will be interested in this 
clear-cut analysis written by an ex- 
perienced lawyer for the University of 
Pennsylvania Law Review. He con- 
tends that the mushrooming use of 
mortgage warehousing and its varia- 
tions have exposed interim financiers, 
such as banks, to a multiplication of 
risks. He then cites legal decisions 
affecting the various plans, and out- 
lines pitfalls that should be avoided. 


Your Personal Public Relations 
... This highly informative 16-page 
booklet contains many practical hints 
for improving the public contacts of 
staff members. Amply illustrated, it 
points out that the way employees 
dress, act, keep their homes, speak 





These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letlerhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











about their jobs, etc., all help form the 
public’s impression of the individual 
and the bank. If the impression is fa- 
vorable, both will benefit. It then de- 
tails the best methods for improving 
individual and public images by show- 
ing what can be done in the neighbor- 
hood, in community ‘drives, in rela- 
tions with customers, etc. 


Life Insurance Fact Book . . .This 
handy 112-page reference is the 11th 
annual edition of insurance statistics 
compiled by the Institute of Life Insur- 
ance. It details the various types of 
insurance available, pensions and an- 
nuities, social security, and the like, 
and is well illustrated with graphs and 
tables on mortality, investment hold- 
ings of life insurance companies, etc. 
A historical chronology of important 
dates in the insurance field, as well as 
a glossary of commonly used insurance 
terms make it a valuable library addi- 
tion for all financial officers. 


How Much Honesty Insurance? 
. Management has often been 
puzzled by the amount of fidelity bond 
coverage, or honesty insurance, it 
should carry in order to protect itself 
against the effects of employee dis- 
honesty. This 16-page offering pro- 
vides a simple and practical formula 
for estimating the minimum amounts 
needed. It is based on a long and com- 
prehensive study of commercial con- 
cerns, covering actual employee dis- 
honesty losses over a period of years. 
The survey revealed that in 65 per 
cent of the defalcations, the institu- 
tion did not carry a fidelity bond large 
enough to cover its losses. The booklet 
lists a number of these cases, showing 
the extent of the losses, how much was 
covered by bond, and the uninsured 
losses suffered by various firms. 


The Home For You and How to 
Select It... A handy checklist of 
62-home features to be studied in se- 
lecting a home is included in this 20- 
page offering of a leading New York 
City savings and loan association. 
Closet space, expansion potential, dec- 
oration, and exposure are but a few of 
the points covered. Other items in- 
clude landscaping, architecture, utili- 
ties, room layouts, and interior and 
exterior facilities. Other financial in- 
stitutions could adapt the comprehen- 
sive listing to their own use and uti- 
lize the overall format in preparing 
their own literature. Its question and 
answer technique really sets buyers to 
thinking about their ideal home. 
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COMPLETE CORRESPONDENT 





SERVICES, INCLUDING: 





Clearances 


Assistance on investments and tax 
matters 














Credit information 

Guidance on trust matters 

Foreign transactions 

Pension and profit-sharing trust planning 


Helpful service on your many diversi- 
fied transactions 
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Hanover Adds 
a Dimension te 
Correspondent \ 
Banking 


Hanover correspondent banking service 
adds another dimension to every 
transaction—depth of experience. 


Every officer in the Bank stands ready 
to offer his special knowledge on any 
problem you may have—no matter 
how routine, or complex, or 

out of the ordinary— another 

added dimension that goes beyonc 
correspondents’ primary needs. é 


For more than half a century 684 banks in all parts 


of the country have been Hanover correspondents 
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THE HANOVER BANK 
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COURT DECISIONS 








By FREDERICK C. FIECHTER. Jr. 


Member of the Bar of Pennsylvania and of Florida, 


and admitted to practice before the Supreme Court of the United States 


Stockholder Lists 


In Delaware, as in most states, the 
law requires that officers in charge of 


stock ledgers of corporations and 
banks prepare and make, at least 10 
days before every election of directors, 
a complete alphabetical list of stock- 
holders entitled to vote at the election. 
However, Delaware’s Court of Chan- 
cery recently ruled that such lists 
need not disclose the addresses of the 
stockholders, or the number of shares 
held by them. 

The plaintiff contended that because 
the list posted by the defendant did 
not contain addresses and numbers of 
shares held by each stockholder that 
there was a wilful failure to comply 
with the statute. There were hereto- 
fore no Delaware cases interpreting 
the part of the statute in question, but 
the plaintiff felt the court should be 
guided by the established practice and 
that nothing but a list of names would 
be a slavish acceptance of the literal 
meaning of the word, at the expense 
of common sense and common usage. 

The court pointed out that the leg- 
islators of Delaware, both in 1883 and 
1899, enacted a_ statute excluding 
language found 
prototype, and that the exclusion of 
language requiring addresses and 
numbers of shares was enough to jus- 
tify the defendants in the instant case 
even though most lists did contain 
both addresses and numbers of shares 
under Delaware practice. 

Magill v. North American Refractor- 
ies Co., 124 A.2d 718 (1956). 
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Mortgage Validity in 
Bankruptey Proceedings 

In Alaska a man in the logging busi- 
ness went bankrupt, whereupon his 
creditors raised a question as to the 
validity of a Reconstruction Finance 
Corporation mortgage on equipment 
he owned outside of the precinct in 
Which the mortgage was filed. The 
creditors also raised a question as to 
the validity of the mortgage with re- 
gard to property he acquired after the 
mortgage was filed. 

A bankruptcy referee ruled that the 
R.F.C. mortgage was not valid as to 
items of personal property located in 
the State of Washington, a precinct in 
Which the mortgage was not recorded. 


Nevember, 1956 


in the New Jersey | 
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An Alaskan district court, however, 
ruled conversely, and held that the 
R.F.C. mortgage was properly filed in 
the Alaska precinct in which some of 
the property was located at the time 
of the execution of the mortgage; and 
that the filing was sufficient notice to 
creditors to be binding in bankruptcy 
proceedings both as to the property 
located in another precinct. and as to 
the property acquired afterwards. 

The district court’s decision was 
based upon two points contained in a 
pertinent statute. These were that any 
interest in personal property which is 
capable of being transferred, as well 
as any personal property acquired aft- 
erwards may be mortgaged, and 2. 
that when personal property there- 
after to be acquired is included in the 
mortgage, the lien thereof shall attach 
to said property immediately upon the 
same coming into the possession of, 
or under the control of the mortgagor, 


and that the new lien is subject to all 
valid prior liens, claims, titles and en- 
cumbrances. 
In the Matter of Hayes, 140 F. Supp. 
444 (1956). 
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Evidence of Loan 

Bank officers and tellers frequently 
called upon to witness signatures or 
to advise customers concerning legal 
rules that govern signatures should 
take note of a recent ruling by the Su- 
perior Court of New Jersey, which 
held that photostatic copies of checks 
are, at best, secondary evidence. In 
order to prove the contents of a writ- 
ing no other than the original is ad- 
missible. 

The plaintiffs, who were executrices 
of an estate, had sued to recover 
judgment of approximately $10,000 
as the balance of a loan in excess of 
$14,000 to one Lauritz Hansen. It was 
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For complete correspondent service, get 
in touch with Manufacturers National. 
Our banking offices in Detroit, Dear- 
born, Highland Park, Grosse Pointe 
Woods, Melvindale, Pleasant Ridge, 
Redford and Van Dyke combine to pro- 
vide you with prompt, careful handling 
of your every requirement. 


Manufacturers National Bank 
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Detroit 31, Michigan 


Member Federal Deposit Insurance Corporation 
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the amount due on three notes exe- 
cuted and delivered to the decedent by 
the defendants, Otto Hansen and 
Herbert Moore, as collateral security 
for the said loan to Lauritz Hansen. 
While the defendants admitted exe- 
cution of the notes, Lauritz claimed 
that the money he received from the 
decedent was as agent for Otto and 
Herbert. On appeal, the judgment 
against Otto was affirmed but that 
against Lauritz was reversed, and re- 


| manded for a new trial. 


Notes and checks, in the hands of 
the drawer after payment at the bank, 
are prima facie evidence that the 
maker of them was indebted to the 
payee at the time he gave the note 
or check. Such presumption will stand 
until the party producing can show 


| that it was money lent or money paid 


on some particular account. The court 
pointed out that it was significant in 
this case that the checks and notes 
bore even dates and were for like 
amounts, and that notations on check 
stubs were admissible as part of the 


| general transaction to establish a loan. 


In the light of evidence which es- 
tablished that Otto had been the in- 
vestment adviser of the decedent, the 
fact that the notes were in his custody 
was tantamount to their being in her 


| custody. Also, “Where a negotiable 


| note is no longer in the possession of 


a party whose signature appears 


| thereon, a valid and intentional deliv- 


ery by him is presumed until the con- 
trary is proved.” 

Storm v. Hansen, 124 A.2d 601 
(1956). 
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Unendorsed Trade 
Acceptance 

Although the court ruled in favor of 
the defendant bank in this case, cer- 
tain negligence was pointed up that 


| resulted in time-consuming litigation 


and delay. Its opinion took into ac- 
count the fact that a company officer 
had never agreed to sign a trade ac- 
ceptance in his name and, therefore, 
held that the bank was not liable to 
the obligee on account of the failure to 
make collection through lack of the 
personal endorsement. 

A rail carrier in shipping four car- 
loads of balsa lumber four days early 
set the stage for the issuance of a 
60-day trade acceptance by the pur- 
chaser of the lumber, who was vice- 
president and treasurer of his com- 
pany. The seller of the lumber dis- 
counted the trade acceptance of the 
Amsterdam Overseas Corporation, 


_and transmitted it via a New York 


bank to the defendant North Carolina 
bank for collection. In each step of the 
transmission of the trade acceptance 
it was requested by the transmitter 
that the personal endorsement of the 
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SPEED and SERVICE 


Route your Western items to 


AMERICAN TRUST 
COMPANY 


San Francisco 


San Francisco is the hub of Western 
domestic and overseas air routes. 

Our air dispatch system is geared to take 
maximum advantage of this fact. 


Our 24-hour transit operation can often 
save from one to two days’ time 
in the collection and availability of funds. 


Route all your Western items to 
American Trust Company. Take full 
advantage of our many years of 
experience in meeting the requirements 
of customers for fast return of 

unpaid items and quick conversion 

of items into cash. 


SEATTLE 
SPOKANE 
TACOMA 
PORTLAN 
BOISE 
RENO 
SACRAMENTO 


SAN FRANCISCO 


SALT LAKE CITY 





HELENA 














DENVER 





— 








LOS ANGELES 
SAN DIEG 





Write today for your copy of our 
new brochure entitled, ‘‘Speed and 
Service’’ which outlines in detail 
the many advantages available 

to you by routing your Western 
transit and collection items to 
American Trust Company. 
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COMPANY 


BANKING 
Since 1854 
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PHOENIX 











TUCSON 


96 BANKING OFFICES SERVING NORTHERN CALIFORNIA 
HEAD OFFICE: SAN FRANCISCO 


Statement of Condition, September 26, 1956 


RESOURCES 


Cash on Hand and in Banks $ 
U. S. Government Obligations 
State, County, and Municipal Bonds 
Other Bonds and Securities 
Stock in Federal Reserve Bank 
Loans and Discounts 
Bank Premises and Equipment 
Other Real Estate 
Customers’ Liability Under Acceptances 
Accrued Interest Receivable and 
Other Assets 


250,901,083.17 
353,483,954.19 
68,542,462.66 
22,632,655.70 
2,400,000.00 
837,391,519.36 
13,696,671.21 


2,663,165.20 


11,519,166.98 


LIABILITIES 


Deposits 

Acceptances Outstanding 
Reserve for Unearned Discount 
Reserve for Interest, Taxes, etc. 
Other Liabilities 

Capital Funds: 


1.00 Capital Stock 
($10.00 par value) 


$27,812,500.00 


Surplus 52,187,500.00 


Undivided Profits 25,197,827.10 





Total Resources 


$1,563,230,679.47 





Total Liabilities 


$1,425,914,806.58 
2,997,671.05 
13,767,252.88 
12,768,053.12 
2,585,068.74 


105,197,827.10 





$1,563,230,679.47 


United States Government and other securities carried at $173,618,187.37 are pledged to secure U. §. Government 


Deposits, other public funds, trust deposits, and for other purposes as required or permitted by law. 
q y 


Member Federal Deposit Insurance Corporation 
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MOTORIZED | 
EVOLVING DOOR 





International Revolving Door Entrance at Talman 
Federal Savings and Loan Association of Chicago. 
Architects: Skidmore, Owings & Merrill, Chicago. 


THESE DOORS 22 2 Aiur 


ON HEATING CosTs! 


Profit-stealing heat loss stops — once revolving doors 

start doing entrance duty. Heated air stays inside, always 

at its comfort-conditioned best, with these doors that are 
“always open” yet “always closed.” Heating costs are cut 

a good 25% or more; the same holds good for summer cooling 
costs. Available with manual or automatic motorized operation; 
the latter highly endorsed for added safety and convenience 


where entrance traffic is constant and often extra-heavy. 


See Sweet’s Architectural File No. 16f 
Or Classified Section of Your Telephone Directory 
REVOLVING DOOR ENTRANCE DIVISION 
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vice-president and treasurer of the 
company be obtained. 

When the transmittal letter reached 
the defendant it was filed with routine 
collection letters, and although the in- 
dividual whose personal endorsement 
was to be obtained was in the bank two 
or three times a day for the sixty days 
before the maturity date, no effort was 
made to obtain his endorsement before 
the maturity of the instrument. Nor 
did the defendant inform its corres- 
pondent that the endorsement had not 
been obtained, although it had been 
specifically requested to inform the 
correspondent immediately after it 
obtained the signature. 

When payment was refused at ma- 
turity, there was a delay in notifying 
of the dishonor. 

However, through an attachment 
of his company’s bank account in the 
defendant bank, some $4,000 of the 
$12,000 in question was recovered. 

Despite the negligence of the de- 
fendant bank, the court pointed out 
that the plaintiff knew that the per- 
sonal endorsement had not been re- 
ceived, and therefore the plaintiff was 
not injured by not receiving from the 
defendant information which it al- 
ready had from other sources. The 
bank’s default in not protesting im- 
mediately the refusal of payment at 
maturity did not release any endors- 
ers. The bank felt that the burden of 
proof was on the proponent to show 
that it sustained damage by reason of 
the bank’s negligence, and in this case 
that burden had not been met, since 
there was no allegation of bad faith on 
the part of the defendant bank. 
Balsa Ecuador Lumber Corp. v. — 
Nat. Bank, 141 F. Supp. 470 (1956). 


Sd 4 So 


Uninvested Trust Funds 


In this case the lower court ruled 
that a trust company had violated a 
trust account in order to benefit itself 
by getting interest on the money in 
its banking department. On appeal, 
the Supreme Judicial Court of Massa- 
chusetts determined otherwise and set 
forth many channel markers for the 
prudent trustee. 

In 1925, L. D. Apsley willed a home 
for aged and indigent people to the 
town of Hudson and set apart $100,- 
000 for the maintenance of the home, 
giving that $100,000 to the town. 

When, in 1948, the gift was to be- 
come operative, there arose a question 
as to how much, if anything, the town 
could or would receive. Court proceed- 
ings were instituted to resolve these 
doubts. In 1951, it was decided that 
the town should receive one-half of the 
net principal rather than $100,000 and 
that the town would administer the 
fund under a “cy pres” plan. There 
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You can’t judge a book by its cover, 
or an embezzler by his face. What 
is even harder to probe, investiga- 
tors say, is the defaulter’s E Q, that 
is, his thieving capacity—how far 
will he go? How deep? Headlines 





Indemnity Insurance Company of 
North America, through its agents, 
is a good place to start. Its leading 
position as independent under- 
writer gives it the unusual capacity 
and coverage, and the specialized 



















ANY WAY YOU 
LOOK AT IT... 






A look from this 
angle shows the 70's 
clean, functional 
design and its 
precise handwheel 
controls that fit 
the chair to you. 


‘ 


NEW HARTER / O EXECUTIVE POSTURE CHAIR 


Take a look at that new backrest—it’s manly without being 
cumbersome. And the Model 70 really delivers comfort. Deep, 
molded foam rubber cushions and correct Harter posture design 
see to that! You'll like the flawless metal finish, and the fine 
tailoring of colorful upholsteries. The Harter 70 helps you 

feel fresh as you work and adds to the appearance of your office: 
Test the 70 in your office—without any obligation. 


Write for informative booklet, ‘‘ Posture Seating Makes Sense.” 
We'll send name of your nearest Harter dealer. 


i Harter Corporation, 1133 Prairie St., Sturgis, Mich. 
e In Canada: Harter Metal Furniture, Ltd., Guelph, Ontario 
ze | é In Mexico: Muebles Briones, S.A., Mexico City, D.F. 


Ses 


FARTER cvars 


TURGIS, MICHIGAN 


84 





were two trustees—the bank and an 
individual who was inactive in the 
management of the trust, although he 
was consulted by the bank from time 
to time. 

In the Spring of 1948, sales were 
made of stocks and bonds of good or 
excellent investment quality which 
were easily marketable under the 
usual conditions. The will provided, 
“Each of my trustees and executors, 
hereinafter named, shall be liable for 
his own receipts, payments and wilful 
defaults and for nothing else, and one 
shall not be liable for the other nor 
for errors of judgment.” 

By the end of September, 1948, it 


| was clear that there would be a delay 


of more than six months before the 
money would be called upon to be dis- 
tributed, and the court stated that 
reasonable prudence required the trus- 
tees to put their cash to work when 
they knew there was going to be such 
a delay. 

While the exculpatory clause was 
found by the court to protect the trus- 
tees against liability for withholding 
capital funds from earning, it did not 
protect them against the deposit and 
retention of the funds in the commer- 
cial department of the trust company, 
but only from the loss of principal in- 
volved in their premature conversion. 

“There was no impropriety in de- 


| positing the funds, with other trust 





funds awaiting investment or distri- 
bution, in a single fiduciary account, 
where, as was the case here, the sep- 
arate interests of the several fiduciary 
accounts were noted at all times both 
in the deposit and in the securities 
which fully secured all the funds,” the 
court said. 

However, at the option of the bene- 
ficiaries the bank was surcharged on 
the basis of the net profits of the com- 
mercial department in the relevant 
periods or as an alternative, the fair 
value of the use of the deposited funds 
depending on which was selected (i.e. 
was higher) by the exceptants. 

— — Trust Company v. Triggs, 135 
N. E. 2d 541 (1956). 
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A. B. A. CONVENTION 
REPORT 


CONTINUED FROM PAGE 40 


the past, and yet we still have a basic 
framework of experience in which we 
can evaluate present decisions. 

There is perhaps no more significant 
area in which these observations hold 
true today than in the credit picture. 
Developments on the credit scene have 
always been a vital aspect of our eco- 
nomic and financial growth. Such de- 


4 velopments are much in the~ publi: 
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The Farmers State Bank of Beaver Dam, Wisconsin, 
“The Friendly Bank that Service Built’ 


ues THREE BRANDT COIN 
SORTERS AND COUNTERS 


and several other Brandt machines 


This bank has installed three Brandt Coin Sorters and 
Counters so customers, whose deposits include coins, 
can be given prompt service at tellers windows. 


Each teller is equipped with a Brandt Automatic Cashier 
in order that speedy, accurate coin payments may be 
made by the mere depression of a single key. 


A Brandt Coin Counter and Packager is used by the 
Farmers State Bank to speedily and accurately count 
and package coins. 


In addition to serving customers well with the aid of 
Brandt machines, this bank benefits directly because of 
the time saved with Brandts and the accuracy they 
assure. 


BRANDT AUTOMATIC CASHIER COMPANY 
WATERTOWN Established 1890 WISCONSIN 
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mind in this period of restraint when 
the credit resources of financial in- 
stitutions are being called upon as 
never before. Since banks are at the 
focal point of the credit system, we 
ourselves most fully understand the 
meaning of restraint. Beyond that, we 
should make clear that such restraint 
is not an end to itself, but a means for 
insuring stability and soundness—to 
be imposed or removed as the winds 








of inflation blow or quiet down. 

Our responsibility is to cooperate in 
the preservation of the strength of the 
credit structure. Banking is not being 
motivated by a goal of higher interest 
rates or a desire of itself to curtail 
credit. These are merely symptoms 
of the kind of market developments 
that occur when it is necessary to pre- 
vent the credit machine from soaring 
to dizzy heights from which it might 
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file cabinets. 
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NOTE TO THE BANK- 
ING FRATERNITY: 
Please refer any birds head- 
ing this way to the Valley 


We’ll make them feel glad 
they came and thankful to 
you for pointing them in 
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later only plunge downward. It is in- 
cumbent on all bankers to make this 
fully understood lest public thinking 
be misguided by the false impression 
that banks are seeking deflation when- 
ever credit restraint becomes the order 
of the day. It must further be realized 
that credit is only one of the many 
factors influencing the course of eco- 
nomic growth; likewise, that the 
forces of demand for credit arise from 
outside the financial system. 


Farm Income Problems 


DR. O. B. JESNESS 
Head of the Department of 
Agricultural Economics, 
University of Minnesota, 
St. Paul, Minnesota 

The sag in farm prices from war 
levels without a corresponding fall in 
farm costs has resulted in a smaller 
net income for farmers during a 
period when the national income and 
the incomes of many other lines have 
continued to climb. 

The current situation is not due to 
It is not caused by loss 
of markets. To be sure, our exports 
of some farm commodities are well 
below postwar peaks; but these were 
abnormal levels made possible by 
generous giving, rather than by nor- 
mal trading. The farm income prob- 
lem is primarily a consequence of pro- 
duction in some farm products having 
outrun the markets available—even at 
a time of comparatively strong de- 
mand. Surpluses are likely to be with 
us for a period of years unless we 
develop effective methods of produc- 
tion adjustment. 

The remedy is not that of a pro- 
portionate holding of resources in 
idleness with compensation from pub- 
lic funds, but one of readjustment in 
use. In some cases this adjustment 
may be simply that of shifting from 
one use to another. That shift may 
be to a less intensive production, such 
as using some lands now in wheat for 
grazing purposes. Some lands now in 
crops may be more suitable for tim- 
ber or for water shortage and con- 
servation purposes. Clearly, such an 
adjustment is not accomplished by 
applying a percentage cut across the 
board. 

The farm income problem can be 
solved but it will not be until and un- 
less we are ready to face the actual 
problems and apply the specific rem- 
edies needed. 


Getting Savings Deposits 
HAROLD J. MARSHALL 
President, National Bank of Westchester, 
White Plains, New York 

In 1930 commercial banks were in 
possession of close to one-half of the 
country’s individual savings. Today 
the figure is less than 20 per cent. We 


Burroughs Clearing House 













No 





ro- 

in 
ib- 

in 
ent 
om 
1ay 
ich 
for 
- in 
im- 
on- 

an 

by 
the 

be 
un- 
tual 
em- 


ter, 


e in 
the 
day 
We 


ouse 











Designed for the Age of Automatism 


...the 
HERRING - HALL: MARVIN 


a ” 
Five Cor 
VAULT ENTRANCE with 
PUSH BUTTON CONTROL 


We live in the age of Automatism, and its 
symbol is the PUSH BUTTON. 














Photo above shows a 7-inch door in open 
position. The 5-Star line of bank vault 
entrances is built in.all thicknesses. 








No longer, when we ride in an elevator, need the 
operator shout, ‘‘What floor, please!’’ In fact, 


no longer an operator. We PRESS A BUTTON for 
the floor we want. 






4 No longer, in a number of leading makes of automobiles, need 
we manually shift gears. We PRESS A BUTTON. 


And no longer need the bank vault custodian 
manipulate a ponderous wheel and manually 
open or close a door that may weigh as much 
as 20 tons. 

In the HerringeHalle Marvin 5-Star Bank Vault 


Entrance, to open or close the door you simply 
PRESS A BUTTON! 


Push Button Control is available only in bank vault entrances 
designed and built by us. We shall be pleased, on request, 
to submit a fully illustrated brochure. 





HERRING*HALL*MARVIN SAFE COMPANY 


Hamilton, Ohio + BUILDERS OF THE U. S. SILVER STORAGE VAULTS AT WEST POINT 
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slipped from first place to third, hav- 
ing been passed by insurance com- 
panies and United States Savings 
Bonds. 

All of the surveys of the A.B.A. re- 
veal that a bank with a good location 
which provides in every way for the 
convenience of the saver can _ build 
savings volume although it pays a 
lower rate than competitors. Some 
commercial bankers, in addition to ex- 
aggerating the importance of rates 
paid on savings, have also taken a 
defeatist attitude because of the tax 
favoritism of savings and loan as- 
sociations. This handicap has _ been 
exaggerated. 


But another reason why we have not 
succeeded is the oft-repeated tale of 
some 1,600 banks in this country who 
do not or will not accept savings de- 
posits. 

There is another segment of bank- 
ing that having hung a sign “Interest 
Paid on Savings Deposits” in the front 
window, then sit back and wonder 
why their town citizens don’t overrun 
their lobby like they do Macy’s base- 
ment. Well, Mr. Macy, if he wants to 
merchandise in volume, sets up an 
over-all promotional plan policy and 
then implements this policy with re- 
spect to certain items for sale by a 
program of planned action. 














When you think of Baltimore, 
think of 
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NATIONAL BANK 
& Trust Company 


Complete correspondent banking facilities 


Capital funds over $15,000,000 


Main Office: BALTIMORE & LIGHT STREETS, BALTIMORE 2, MD. 
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Authoritative determination of 


PROPERTY WORTH 


the purpose of 
Marshall and Stevens Appraisals 


Refinancing, loans, fair market value, tax 
accounting, stock issue, capital and 
expense distribution analyses, remaining 
life estimates, property cost ledgers, in- 
corporation applications. 

Our informative brochure, ‘‘What Every 
Property Owner Should Know About 
Appraisals,"’ is an invaluable aid in 
discussing appraisals with clients. 
Write: Marshall and Stevens, 610 So. 
Broadway, 315-E, Los Angeles 14, Calif. 
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What is the future potential of this 
market? While banking has an oppor- 
tunity for substantial growth and sav- 
ings, it faces greatly increased com- 
petition and it goes beyond just sav- 
ings or bank versus savings and loan 
association or credit union. It is going 
to include competition with products 
of greater ease and enjoyment of liv- 
ing, such as color television and 
household appliances or entirely dif- 
ferent interests such as travel. The 
future potential can only be deter- 
mined if the banks recognize the need 
for the reorientation of objectives, and 
reexamination of markets, customer 
relations and service facilities, not in 
relation to the past but in view of the 
new and changed opportunities. 


Electric Utility Industry 
HAROLD QUINTON 
President, 

Southern California Edison Company, 
Los Angeles, California 

I am confident that an informed 
electorate, now increasingly con- 
scious of the threat to the enterprise 
system which is involved in discrim- 
inatory competition with govern- 
ments, will not tolerate the further 
advancement of socialistic principles. 
I believe, therefore, that investor in- 
terest in electric utilities may well be 
directed toward an appraisal of the 
industry’s outlook in an atmosphere 
of fair competition, conducive to 
further growth and accomplishment 
paralleling that of the past. So what 
is the picture? 

As all of you know, the gross 
revenue of electric utilities has risen 
consistently over a long period of time. 
Growth since the end of the war has 
been one in which the business down- 
turns of 1949 and 1954 can scarcely 
be discerned. Of course, a growth in 
sales unaccompanied by mounting net 
is of little value to the investor in 
common stock. It is of particular in- 
terest, therefore, to note that the 130 
per cent increase in revenues from the 
sale of electricity over the ten years 
1945 to 1955 has been accompanied by 
a 130 per cent increase in net income. 
More importantly, earnings available 
for common have risen over 150 per 
| cent. 

Possibly, the fact that earnings for 
common have outpaced even the rev- 
| enue increase has not been widely real- 
ized. There has been a tendency to 
concentrate verbally on the _ special 
nature of the inflationary and regula- 
tory problems as they affect electric 
utilities. These are very real problems, 
without question; and they will con- 
tinue to be. But the fact is that 
through a combination of improved 





technology, efficiency, refunding of 
high cost senior money early in the 
decade, and rate increases when neces- 


| sary, the utilities as a group have 
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managed to counteract their effects. 
At any rate, the record of growth at 
an average rate of about 10 per cent 
compounded, so far as balance avail- 
able for common is concerned, does 
not appear to have been as heavily 
discounted as it has in many other 
“growth” situations. 


The Energy Age 


EUGENE HOLMAN 
Chairman of the Board, 
Standard Oil Company of New Jersey, 
New York, New York 
The world’s demand for energy has 
grown tremendously over the years, 
but in many respects the age of energy 
still lies ahead of us. A very great 
gain in the standards of living of the 
world is possible through a broader, 
more efficient use of energy—more 
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particularly, the energy that is avail- 
able in oil. 

This energy can be supplied in the 
sense that we know how to tackle the 
problems of discovery, production, re- 
fining, transportation, and utilization, 
and probably to solve them better as 
we go along and increase our produc- 
tivity. 

Second, what any nation moving 
into the age of energy requires is not 
scientific answers so much as it is 
economic, social, and political answers. 

Among the basic requirements is an 
educational system of the highest 
order—one which can provide not only 
managers and scientists and engi- 
neers, but a constant flow of fresh tal- 
ent of all kinds into the streams of a 
nation’s life, generation after gener- 
ation of new people making their con- 
tributions in their own ways to a 
more abundant and free life. 

Associated with this policy of pro- 
duction and freedom, there is needed 
an awareness of the importance of in- 
ternational trade and programs which 
ease its flow. 

It is essential that government poli- 
cies and actions merit the kind of con- 
fidence which stimulates private in- 
vestment. 

And, finally, peace. 

Granted these things, a new era of 
opportunity and hope is opened to the 


peoples of the whole world. 
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Retailer Viewpoint 


THEODORE V. HOUSER 
Chairman of the Board, 
Sears, Roebuck and Company, 
Chicago, Illinois 

The pace of inflation is not as rapid 
as most people commonly believe, and 
furthermore, our economy provides 
many important benefits as an offset 
to part of whatever has occurred. Even 
so, there is a slow and seemingly irre- 
sistible inflationary trend. Are we not 
at a point where some appraisal is 
needed as to the probable rate of fur- 
ther dollar depreciation resulting from 
the complex of forces outlined and in- 
cluding federal policies relating to full 
employment, labor, monetary and fis- 
cal matters? 

If the present trend really is inevit- 
able and the rate one to cause hard- 
ships to many in short periods of time, 
the alternatives seem to be either the 
development of controls not now in ex- 
istence to hold the line, or profound 
changes in the whole concept of pen- 
sions, insurance, and annuities, to take 
such dollar depreciation into account. 

Turning to the business outlook on 
into 1957, I believe that retail levels 
will continue to exceed the previous 
year for a substantial part at least of 
1957. I base this view on the follow- 
ing: 

1. A continued high level of capital 
investment for plant and equipment. 

2. A continued high level of govern- 
ment expenditures. 

3. An increase in instalment credit 
granted over repayments. 

4. Retail inventories in relation to 
sales lower now than for some years. 

5. A continuation of full employ- 
ment because of a favorable credit and 
inventory position. 

6. Prices while tending higher are 
not keeping pace with wage increases. 

7. That the election results will not 
alter the effect of these basic economic 
facts. 

My remarks apply only to the vol- 
ume of business and of employment 
and not to profits. 


Defense Through Deterrents 


DR. ARTHUR S. FLEMMING 
Director, Office of Defense Mobilization, 
Washington, D.C. 

What are some of the war deterrents 
that we, as a nation, are building into 
our defense mobilization program? 

1. We are building and maintaining 


| a strong mobilization base. 


2. We are devoting a large amount 


| of time, energy, and resources to the 


task of keeping “out in front” in the 
field of weapons development. 

3. We are keeping ourselves in a 
position where we can retaliate swiftly 
and effectively if we should be at- 
tacked. 

4. We are putting into effect pro- 
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grams that are designed to make it 
possible for us to utilize our human 
resources in a more intelligent man- 
ner. 

5. We are placing major emphasis, 
in our mobilization plans, on the devel- 
opment of an effective continental de- 
fense program. 

In the area in which you are par- 
ticularly interested, we have, as you 
know, delegated to the Board of Gov- 


ernors of the Federal Reserve System, 
in cooperation with the Treasury De- 
partment, the Comptroller of the Cur- 
rency, and the Federal Deposit Insur- 
ance Corporation, the responsibility 
for the development of national secur- 
ity preparedness measures relating to 
monetary and bank policies and pro- 
grams. 

In this connection, we have been 
particularly happy to note the appoint- 
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ment by the Board of Governors of an 
Advisory Committee on Commercial 
Bank Preparedness, under the chair- 
manship of John J. McCloy, chairman 
of the Chase Manhattan Bank of New 
York. 

The members of the Advisory Com- 
mittee on Commercial Bank Prenared- 
ness have underlined their own convic- 
tions as to the importance of such ac- 
tivities by immediately setting up a 
subcommittee known as the Banking 
Committee on Emergency Operations, 
under the chairmanship of Edward G. 
Cooper, vice-president and cashier of 
the Philadelphia National Bank. 

It is my understanding that this 
committee is already. coming to grips 
with such problems as succession of 
management; protection and preser- 
vation of records; relocation centers; 
cash (currency) operations; collection 
of cash items and noncash items; cus- 
tomers participation in banking pro- 
grams; and credit facilities. 

It is also my understanding that this 
committee is working on the develop- 
ment of a preparedness manual for the 


guidance of individual bankers. 


Aircraft Industry 


WELLWOOD E. BEALL 
Senior Vice-President, 
Boeing Airplane Company, 
Seattle, Washington 

There are some who think that be- 
cause the aircraft industry is doing 
business primarily with the govern- 
ment, it is a subsidized industry and 
that there is no real interest in a low- 
cost, efficient operation. That-kind of 
thinking is a far cry from the truth. 
The aircraft industry is highly com- 
petitive, as it should be; and we are 
vitally interested in a low-cost opera- 
tion as well as in quality and perform- 
ance. 

In our efforts to reduce and control 
costs, we are using every available tool 
that we can find that is applicable to 
our business. We use time and method 
studies, labor standards, and budg- 
etary controls. We have an extensive 
training program, employees’ sugges- 
tion system, and an incentive compen- 
sation plan which covers substantially 
all members of management. These 
are just a few of the things we are 
doing to improve efficiency and control 
costs. Nothwithstanding the increased 
complexity and the more rigid toler- 
ances, we are building today’s air- 
planes for less man-hours per pound 
than we expended in building air- 
planes during World War II at the 
same point in the production curve. 


Legislative Program 


RAY M. GIDNEY 
Comptroller of the Currency, 
Washington, D.C. 


A very important development is 
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Senate Committee on Banking and 
Currency to bring about needed re- 
vision of federal banking laws. 

I hope you will all take close and 
helpful interest in the subject. We 
count on your telling us what. you 
think is good and what you think is 
unsatisfactory. We are hopeful that 
good and beneficial legislation will 
come out of this effort. 


A recommendation is also being | 


made that a new provision be enacted 
to provide that any national bank 
located within the same county may, 
with the approval of the Comptroller 
of the Currency, acquire by consolida- 
tion, merger, or purchase of assets and 
assumption of liabilities, another 
national bank which is found by the 
Comptroller of the Currency to be in 
a precarious financial condition, and 


permit the acquiring bank to continue | 
the office or offices of the absorbed | 


bank as branch offices, even though 
state laws do not permit the establish- 
ment of such branches. 

Our reason for suggesting this 
amendment is that situations have 
arisen in the past where communities 
in states, the laws of which either 
prohibit branch banking or provide 
for limited branch banking, have been 


deprived of needed banking services | 


through the discontinuance of a 
national bank because of insolvency. 


Other nearby banks could and would | 


have provided those communities with 
all necessary banking services through 


takeovers of the discontinuing banks | 


and the establishment of branches at 
the locations of such banks if the 
branch banking laws had not prohib- 
ited their doing so. This would have 
substantially eased the problem of the 
bank supervisory authorities and been 
to the best advantage of all concerned. 
Similar situations may arise in the 
future. It would appear to be essential 
that a method of dealing with such 
problems and permitting the continu- 
ance of necessary banking services in 
such situations be provided through 
the recommended legislation. 


Home Improvement 
JOHN R. DOSCHER 


Executive Director, 
Operation Home Improvement, 
New York City 

The project called Operation Home 
Improvement is a commercial sales 
promotion campaign designed to ac- 
complish two things: 1. To help inter- 
est more people in improving their 
homes, and 2. To help make it easier 
for hormeowners to obtain materials 
and services. Ohi, as it is popularly 
called, urges all businesses with an in- 
terest in home improvement to tie in, 
and to team up to expand the market. 

Trade press editors are now agreed 
that this year, home improvement dol- 
lay volume will reach $15 billions, and 


November, 1956 














_ AUSTRALIA 







~ J , Vast Opportunities 
vgs) 


American enterprise can pride itself 
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will exceed total new residential con- 
struction by $1 billion. 

All of this would be impossible with- 
out the cooperation of bankers. Of all 
the different groups supporting the 
Ohi campaign, we believe that the 
lenders are the most active, and most 
enthusiastic. 

While Ohi was originally conceived 
to last one year, there’s no stopping it 
now. So as we go into 1957, the theme 
changes from “56 the year to FIX” to 
“Better Your Living’’. The coordinat- 
ing effort is aimed at getting all fac- 


tors in this industry to tie-in for the 
maximum impact on the American 
people. 


Trust Activities 


RICHARD P. CHAPMAN 
President, Trust Division, and 
President, The Merchants National 
Bank of Boston, Boston, Massachusetts 

A new “Common Trust Funds” 
handbook of some 195 pages will 
shortly be off the press, a truly monu- 
mental job of revision by our Commit- 
tee on Common Trust Funds. It will 
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be “must” reading for every trustman, 
and will remain an authoritative refer- 
ence source for years to come. You will 
be interested to know that there are 
now 237 common trust funds in 191 
trust institutions in 36 states, the Dis- 
trict of Columbia, Hawaii, and Can- 
ada, of which 173 are discretionary 
and 64 are legal. There is widespread 
interest in common trust funds, and 
this new handbook should serve to an- 
swer many of the questions which 
have caused some trustmen to hesitate 
in establishing a fund. Certainly the 
favorable experience of those who 
have been operating common trust 
funds for some years suggests that 
their proper field of usage is far wider 
than indicated by the relatively small 
number now in existence, substantial 
though the percentage increase has 
been. 

An interesting development during 
the past year has been the enactment 
of a statute permitting gifts of securi- 
ties to minors in 13 states and the Dis- 
trict of Columbia. Such legislation is 
expected to be considered by at least 
30 other state legislatures in the com- 
ing year. 

The Committee of Fiduciary Legis- 
lation has been studying this particu- 
lar legislation, and has been working 
on a suggested model statute to cover 
a Bank Fiduciary Fund such as is now 
in operation in New York, a possible 
model statute to cover handling busi- 
nesses in trust, and one to permit de- 
struction of records after microfilm- 
ing, and is considering a model act for 
the uniform supervision of trustees 
for charitable purposes. 

The Committee on Handling Busi- 
nesses in Trust is currently engaged 
in preparing a booklet which can be 
used as a manual by those interested 
in this type of business, and which will 
contain, among other things, a survey 
of bases for suitable compensation for 
handling businesses in trust. 

In the First, Second, and Twelfth 
District, the Federal Reserve Banks 
now conduct an annual survey of costs 
and earnings of trust departments, 
which is already proving useful to 
trustmen and will become more so as 
time goes on. At the suggestion of the 
Committee on Relations with Super- 
visory Authorities, the Trust Division 
has undertaken to interest the other 
Federal Reserve Banks in initiating 
similar surveys in order to make their 
scope ultimately nationwide. 

With the approval of the Executive 
Committee, I appointed a committee to 
undertake a broad study of what trust 
statistics should be compiled and by 
whom. In the past year, it has been 
driven home to me that we don’t have 
the facts available to answer some of 
the simplest and most basic questions 
about the trust business. 


Burroughs Clearing House 











ahh & MH @&@e ee OmlUCUCtlCU CU lee 


-> 








as 
he 
2} 
on 
er 
ng 
pir 


ive 
to 
ast 
by 
ben 


of 
ns 











I also hope that we will now begin 
to explore the possible joint or collec- 
tive use of mass media to carry our 
trust message in general terms to a 
broad public from coast to coast. This 
technique has been used with great ef- 
fectiveness by a number of industries, 
such as electric light, meat packing, 
and life insurance. 


Banking Law Study 
GIBBS LYONS 


President, National Bank Division, and 
President, First-Stamford National Bank & 
Trust Company, Stamford, Connecticut 
Last September, I reported that we 
intended to conduct a study of the laws 
and regulations governing the opera- 


tions of national banks to determine | 
whether such laws and regulations 


were restrictive to the extent of handi- 
capping national banks in their com- 
petition with state-chartered banks 
and trust companies. Several discus- 
sions were held with the Comptroller 
of the Currency and his staff. We 
found that the Comptroller had been 
working on a similar study and that 
he had compiled data which were help- 
ful to us. 

In the meantime, a most fortunate 
development has occurred for national 
banks and for banking as a whole. 
During the closing days of the last 
session of Congress, it was announced 
that the Senate Banking and Currency 
Committee would undertake a study of 
the banking laws of the country. From 
the study conducted in the years from 
1908 to 1912 by the National Monetary 


Commission came the enactment of the | 


Federal Reserve Act—the first major 
national banking legislation since the 
passage of the National Bank Act in 
1863. There has been no major bank- 
ing legislation since the emergency 
banking laws of 1933 and 1935 which 
grew out of the Bank Holiday in 1933. 
In the intervening twenty-cdd years, 
many perplexing problems of banking, 
finance, and credit controls have de- 
veloped. Although the contemplated 
study will not be of the magnitude of 
that of the National Monetary Com- 
mission, it should result in construc- 
tive changes in the banking law. 
Historically, most major banking 
legislation has been enacted at times 
oi emergency. It seems to me signifi- 
cant that the current study is being 
made at a time when there exists no 
crisis in banking. On the contrary, we 
are riding the crest of the most pro- 
longed boom this country has ever ex- 
perienced. It is my hope and expecta- 
tion that this study will result in the 
enactment of such legislation as will 
clarify present laws and prove of ma- 








terial benefit to the banking system. 
Senator Robertson has _ indicated | 

that the work will be done primarily 

by the Committee staff with the help | 
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of the federal banking and credit 
agencies concerned, and the 27-man 
Advisory Committee under the chair- 
manship of Kenton R. Cravens, presi- 
dent of the Mercantile Trust Company, 
St. Louis, Missouri. The membership 


| of the Committee is made up of lead- 


ers of all segments of banking and 


| credit in the country. Certainly from 





that assembly of leadership and talent 
will come the answer to our present 
problems and such forward-looking 
legislation as is necessary to insure 
the soundness of banking and credit 
for the future. 

The officers of the National Bank 
Division have studied the data com- 
piled by its own Special Subcommittee 
for Study of Banking Laws and, 
through appropriate A.B.A. channels, 
have made their recommendations 
known. 


State Bank Developments 


ROBERT H. BOLTON 
President, State Bank Division, and President, 
Rapides Bank and Trust Company in 
Alexandria, Louisiana 

We have continued to increase in 
importance in the banking picture in 
our nation. Ten years ago, state banks 
held 49 per cent of the banking assets 
of this country. I am happy to report 
to you that state banks now have over 
53 per cent of the nation’s banking re- 
sources. These figures speak for them- 
selves and tell the story of the fine job 
that state banks are doing in our na- 
tion. 

We arranged a meeting of our of- 
ficers and the chairman of our Com- 
mittee on State Banking Departments 
with the officers and Executive Com- 
mittee of the National Association of 
Supervisors of State Banks in Wash- 
ington on April 4. Matters of mutual 
interest were discussed in an effort to 
promote a better state banking sys- 
tem throughout our nation. We all 
agreed that a strong state banking 
system was necessary to preserve 
our dual system of banking. Among 
the matters which received attention 
were: adequacy of budgets and pay of 
supervisors and examiners; relation- 
ship of state supervisors with other 
supervisory agents; methods of selec- 
tion and length of term of supervis- 
ors; training of examining staffs; and 
proposed legislation affecting banks. 

Your Executive Committee contin- 
ues to feel that among the Division’s 
prime interests are the preservation of 
the dual system of banking and the 
maintenance of a sound system of 
state-chartered banks in each of our 
states. However, we realize that in the 
final analysis the bankers in each state 
are responsible to see that the banking 
laws and supervision in that state are 
of the highest type. We as state bank- 
ers will receive the type of supervision 
that we demand in our own states. 


Savings and Mortgages 


EARLE A. WELCH 
President, Savings and Mortgage Division, 
and President, Meredith Village Savings 
Bank, Meredith, New Hampshire 

The Savings and Mortgage Division 
is not only continuing but has in- 
creased its efforts to enlist all banks in 
actively participating in providing 
savings services for their customers. 

There has never been a time more 
important than the present in which 
to urge sound principles of savings 
and thrift as an offset to inflationary 
tendencies, and to meet investment 
needs that originate from savings 
growth. 

While savings deposits in banks and 
other savings institutions have con- 
tinued to grow, the rate has not kept 
pace with the increase in personal in- 
come. 

However, the dollar volume of sav- 
ings as compared with other years re- 
mains high and is impressive. 

During the first six months of 1956, 
savings as a whole increased a little 
more than $7-billion, an increase of 
$1-billion over the previous six months’ 
period, and $300-million more than the 
corresponding period in 1955. 

Savings for the country as a whole, 
as reflected in the principal types 
of savings institutions and savings 
banks, now total $247-billion. This is 
an increase of $11-billion over last 
year, and nearly $50-billion during a 
5-year period. Total savings from all 
sources have increased $105-billion or 
74 per cent since the termination of 
World War II in 1945. 

Banks have played an increasingly 
important part in this savings growth. 
Time deposits in banks have increased 
over $3-billion for the year ending 
June 30, 1956. Savings and time de- 
posits in commercial banks are now 
$4914-billion and in mutual savings 
banks $29-billion. 

Much of the expansion in savings 
seems to have found its way into mort- 
gages as a primary source of invest- 
ment. For the first six months of 1956, 
a total of $13.5-billion in mortgages 
has been made throughout the coun- 
try, which is the second highest vol- 
ume of mortgage lending for a similar 
period on record. 


COST CONTROL 
TRAINING 


CONTINUED FROM PAGE 43 


flannel boards, blackboards—all of 
these are used, and anything else that 
promises to be helpful. There are small 
cards with printed outlines of the 
foundations for good relations with 
subordinates, and the right approach 
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to improving work methods. When we 
discuss induction, we hand out check 
lists that can be used to assure proper 
procedures. Similarly we give the par- 
ticipants forms covering the topics as 
we talk on such varied matters as em- 
ployee appraisal, rating, training on 
new job, work simplification, flow 
charts, operation charts, and organi- 
zation charts. All of these tend to give 
a reference point that helps bring the 
subject out of the abstract and into 
the concrete experience of the super- 
visor. 

The philosophy behind our handling 
of the personnel aspect of cost control 
is that the personnel department is a 
staff function, while personnel admin- 
istration in the branches and the de- 
partments is a line function. Only the 
supervisor who is on the production 
line can make personnel administra- 
tion work effectively. So, as we outline 
to him the tools that the bank makes 
available to him, we ask him in effect: 
“Are these the right tools? How could 
we improve them?” And, after due 
discussion of their strengths and 
weaknesses, we tell him, “All right, 
now use them.” 


T IS NOT unusual to encounter 

among the supervisors an individual 
who feels that this is somewhat of a 
waste of his time. He has a job to do, 
is up to his ears with regular work- 
loads plus putting out the figurative 
fires that are part of every super- 
visor’s daily chore. Why, he asks, do 
we pull him away from this assign- 
ment to lecture him about how to do 
his work? He feels he already knows 
that! 

Even before anyone has a chance to 
bring out that viewpoint, we counter 
it by explaining our approach. We tell 
the group that we know every officer 
and supervisor in the bank has a full 
schedule. He simply has no time on a 
working day to contemplate princi- 
ples, count over the tools that the bank 
makes available but that he is not yet 
using, and think how he might apply 
these to improve the working of his 


own bailiwick. So we pull him away | 


from his telephone and his customers 
for 10 hours every year or so, and give 
him a chance to do what he otherwise 
would never take time for. We remind 
him that the results have been excel- 
lent from this type of program over a 
considerable period of years. This ap- 
proach to the subject has effectively 
won over most of the skeptics and 
brought real cooperation. 

Very few people are either inter- 
ested in or competent to the task of 
absorbing knowledge in the form of 
generalities and principles. Most of us 
have mental equipment that works in 
the other direction, from the particu- 
lar to the general. Therefore, in pre- 





Senting our training programs we | 
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Whatever happens in the field of bank automation 

one fact seems assured: Customer checks will have to be 
identified by name as well as by code. This is necessary 
to prevent exchange of checks before negotiation. 


With the Todd Sort-O-Namic system, employee 
turnover and training time are cut. Mis-sorts, mis-files and 
mis-posts are virtually eliminated. No upsetting change 
in customer habits is required —in fact customer 
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miss no opportunity to reach the 
minds of our supervisors through con- 
crete facts that will interest them. 

For example, we point out that sal- 
aries plus fringe benefits total well 
more than half of our total operating 
costs, and we go on from there to 
emphasize the importance of person- 
nel administration. Presently we use 
the actual dollar figures, running well 
into eight digits, to show that we are 
talking about 50-plus per cent of many 
millions. Then we get around to the 
dollar value of even a fractional per- 
centage saving on that many millions 
of dollars. By that time, even the pre- 
viously uninterested individual com- 
prehends that he has a job to do in 
this field as part of his daily responsi- 
bility. 

When we turn to operating cost con- 
trols, we start out not with pious 
exhortations to cut costs, but rather 
by explaining that this problem is not 
peculiar to banking. We point to the 
chain stores, where a net profit margin 
of le per dollar of sales would be 
swept away if the supermarket cashier 
averaged a lc error against the store 
on each dollar of merchandise she 
checked. After citing half a dozen fa- 
miliar businesses that have faced the 
cost control problem in acute form for 
many years, we relate this to our rela- 
tively recent coming face to face with 
this need, and go on from there into 
our subject. 

We also compare our own expense 
breakdown with any available and 
comparable bank figures. Item by item, 
we study and compare, reviewing the 
areas in which the supervisor might 
exert a helpful effect. Frequently it is 
possible to trace a direct improvement 
in the performance of a branch or de- 
partment within a week or two after 
its supervisors and officers have com- 
pleted the program. 


PACE limitations preclude detailed 

description or narration of how 
each subject is covered in the program 
outline. In taking up the personnel 
section that occupies the first five- 
hour session, we start from the fact 
that better people do better work, 
more work, and control costs thereby. 
Recruitment methods are outlined, 
from school contacts to walk-ins, lead- 
ing to the best source of all, job appli- 
cants recommended by our own staff. 
Selection techniques are _ outlined, 


| leading to the need for the supervisor 
to get the right interviewing tech- 


nique and have interviewing done by 


| the right person. Induction is related 


to the almost universal experience that 
one’s first day at work is a sharp 
memory, therefore the impression we 
create on the first day will last for 
years. 

Training on the job is pointed out 
in terms of an average monthly salary 


cost of $260, plus approximately 50 
per cent for extra costs—and an aver- 
age three-month period to achieve full 
production. The supervisor who can 
train his people faster saves important 
sums. We point out that in 1941 our 
non-official staff consisted of 44.4 per 
cent women, while today it is 74.4 per 
cent which means we must work our 
best to hold down the controllable 
causes of job turnover. Deskilling the 
job as a means of cutting training 
time is touched on, with its immedi- 
ate effect in reducing induction cost 
but its longer-term effect in making 
the job less interesting and thus off- 
setting at least part of the saving. 

Supervision is always a lively sub- 
ject, because experience has. con- 
vinced us that firm handling of such 
problems as absenteeism not only re- 
duces abuse of privileges but also sifts 
out the undesirable employees and 
makes the job more attractive to the 
good employees. Loose supervision, on 
the contrary, tends to hold the poor 
workers on the payroll, while the good 
people go elsewhere or are spoiled in 
their working habits. 


OB evaluation, personnel appraisal 
and wage administration are sub- 
jects about which many supervisors 
feel deeply out of all proportion to what 
they actually know about them. So we 
go into these very thoroughly, exam- 
ining them in detail and giving spe- 
cific results and departmental exam- 
ples where possible. The discussion 
leads to the eventual goal of paying 
more of our available dollars to the 
good people rather than underpaying 
the good people because too much 
money goes to the less productive em- 
ployees. Once that point is made, 
doubters are more easily convinced. 
Staff communications is a field in 
which relatively little is known to 
many supervisors. We hammer on the 
need for keeping rank-and-file em- 
ployees informed directly about their 
own jobs, and also about the larger 
aspects of their work. We urge staff 
meetings in the branch or department, 
and outline techniaues that have 
proved effective in this procedure. We 
show the advantage of getting every- 
body into the act in a staff meeting. 
We point out that keeping information 
channels open between the employee 
and his superior officers has measur- 
able effects in reducing quits. The 
bank’s custom of sending the annual 
stockholders report to each employee’s 
home, and then holding staff meetings 
to consider its contents, is touched 
upon so that the supervisory personnel 
understand why this is worthwhile. 
All of this review of personnel func- 
tions helps to focus the supervisor’: 


attention upon a fact he often over- 


looks. He is reminded that these per- 
sonnel controls are the responsibilit) 
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of the field or line supervisor, that 
they are not something the personnel 
department staff can carry out. This 
achievement alone would justify all 
the trouble and expense of conducting 
the training program. 

Our review of the cost control as- 
pects of operations administration fol- 
lows very similar lines. In considering 
general expense control, we discuss 
everything from the effect on pension 
costs of having to employ too many 
people, on to such specifics as saving 
supplies, telephone charges, overtime 
and dinner money, and travel expense. 

Staffing control is provided by the 
bank as a technique to aid the super- 
visor in controlling his costs. This is 
a method that is not always popular 
with the managerial personnel, and 
we use the training program as an 
opportunity to sell its merits. We re- 
view the steps taken by the operating 
department in arriving at the author- 
ized staff figures for a branch or 
department. We have no expectation 
of making the officers and supervisors 
in the program experts in staffing sta- 
tistics, but we are fairly successful in 
equipping them to understand this 
procedure, support it, and question it 
if and when it does not fit their par- 
ticular conditions. We use this oppor- 
tunity to advance the savings inherent 
in part-time employment to meet the 
Monday and Friday peaks, rather than 
overstaffing all week. Already several 
branches have responded so well on 
this point that we can measure the 
economies. The best of it is that some 
of these are places where strong re- 
sistance previously existed. Incident- 
ally, when a branch operates below the 
authorized staff, we make a careful 
check to be sure that service to cus- 
tomers is not suffering in consequence. 


NE method our bank uses to excel- 

lent effect is what we call our rela- 
tive operating effciency index. This 
reduces all branches to a common de- 
nominator in terms of work units per- 
formed per employee per year, and 
lines them up in order of performance. 
Some supervisors dislike this tech- 
nique. Others have been ignorant of 
just how it operates, and consequently 
unresponsive to its findings. Explain- 
ing this program in the discussion ses- 
sion has brought wider understanding, 
and thus has equipped the supervisors 
to help themselves in some of their 
operations. 

In covering cost control through 
Systems and methods, we use films 
that show such techniques as flow 
charts, time and motion economy, job 
improvement, and so forth. We try to 
encourage self help in the use of 
Such tools, pointing out that a central 
department in the head office can set 
up a system, but the man on the oper- 
ating line is the only one who can 


November, 1956 















— 


‘THE PEN THAT FILLS ITSELF 


MODEL 444 DESK SET 
for general office and 
public counter use. 








MODEL 4410 DESK SET 
colored Permalite bases 
for that ‘‘important"’ look. 








MODEL 4430 DESK SET 
onyx or Carrara bases 
that say, ‘‘boss man”. 


f : 
4 
~_“ wet 
la 


\ 


neady to wule 


The Esterbrook Desk Pen fills itself instantly—every time 
you return the pen to its socket. The base holds 40 times more 
ink than an ordinary fountain pen. Needs no attention for 
months on end. Try one on your desk for 30 days. Your 
money refunded if you are not completely satisfied. 


CHOOSE THE RIGHT POINT FOR THE WAY YOU 
WRITE — BY NUMBER. More than 30 point styles. 


4 THREAD THE POINT OF YOUR CHOICE INTO THE BARREL 


THE ESTERBROOK PEN COMPANY, CAMDEN 1, NEW JERSEY 
The Esterbrook Pen Company of Canada, Ltd., 92 Fleet Street, East, Toronto 


COPYRIGHT 1956, THE ESTERBROOK PEN COMPANY 














Snap-over 
hooks replace 
hangers 


double 
capacity 





Large Capacity in Small Space 


Checkerettes go wherever needed, can be set up 
or taken down in a minute without nuts, bolts or 
tools. Strongly built of welded heavy gauge steel 
box shapes, they stand rigid under any load— 
never sag, sway or wobble. When not needed they 
can be stored away like folding chairs. They have 
more capacity for size—a single bar, 4 ft. unit 
(above, rear) provides 2 hat shelves and holds 24 
coats on hangers (or 32 on snap-over coat hooks); 
the double bar unit, with wider hat shelves takes 
48 coats on hanger (or 64 on hooks). Shelves can 
be assembled at heights for children, adults or 
at top for long gowns, or robes. These are smart, 
modern units that give more capacity in less space. 
3 ft. or 4 ft. units finished in gray baked enamel. 


Write for Circular CT-15. 


VOGEL-PETERSON CO. 


“The Coat Rack People” 


1121 WEST 37TH STREET, CHICAGO 9, ILLINOIS 













NO 





RUBBER = HANDLE 
seo «€=©6PAPERS 

messy FASTER 
SPONGES! 


with amazing 


SORTKWIK 


Greaseless . . . Stainless . . . Convenient 
Creates tacky film on fingers. ..makes 
Paper handling easier, faster, cleaner. 
Atyour stationer or send $1.00 for TRIAL 
OFFER of two full size containers . .. 
TODAY! . 








LEE PRODUCTS CO. 
2736 LYNDALE AVE. SO., MINNEAPOLIS 8, MINN. 











Why Pass Up Extra Commissions? 


Leading passbook manufacturer now has sev- 
eral territories open for aggressive men call- 
ing on banks to sell all types of passbooks 
and pocket check covers. Commission basis. 

WILLIAM EXLINE, INC. 
1270 Ontario Street 


Cleveland 13, Ohio 





100 








actually put this to effective work with 
methods that fit his situation. In the 
meeting we supply some rather gen- 
erally applicable methods and try to 
convince the supervisor of their use- 
fulness. 

Cost control through organization 
gives an opportunity to teach the 
principles of management which are so 
often lacking in departmental opera- 
tions. To this end, we have a sample 
organization for a “typical” small 
branch of 9 or 10 people, another for a 
30-man operation. We discuss delega- 
tion of responsibility with the cor- 
responding need for delegation of 
authority. We point out the advan- 
tages of good organization, and the 
limitations inherent in it. Results 
from this section of the training pro- 
gram are not yet detectable, since it is 
a long-term activity rather than im- 
mediate. 

We are ending up this year’s ses- 
sions with a look ahead into the auto- 
mation of bank operations which 
clearly is on its way. Our theme here 
is, “If we think we have operating 
problems now, well we ain’t seen noth- 
ing yet!” 

The moral of this is that we must 
practice on our present relatively sim- 
ple operating problems because when 
automation comes we shall really need 
to be good. In our talks we assert that 
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while we of the staff groups will work 
out the automation systems, the super- 
visory personnel on the field jobs will 
have to show us how to use these svs- 
tems, because the operating depart- 
ment will never have enough people to 
go out and do the job in all the 
branches and departments. 

Most bank supervisors know that 
automation is in a formative stage, 
but they know very little about it. 
Wild rumors circulate, and sometimes 
are believed. At the other extreme, 
fairly obvious prospects of automation 
are discounted by some individuals 
simply because they lack specific infor- 
mation. 

We find a brisk interest in this 
subject. It stimulates good discus- 
sion, brings out lots of questions, 
and leaves everybody feeling that 
maybe, after all, banking is a growing, 
vital technology instead of a dry-as- 
dust way to earn one’s daily bread. 
And that, we feel, sends everyone 
home from the final session with a 
wholesome respect for his job and its 
future, along with a new set of tools. 

Already we are noticing substantial 
indications of better cost control 
throughout our organization. And we 
can certainly expect this to spread and 
to grow as the knowledge ripens 
among the people who have completed 
this year’s training program. 
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THE YEW ABA. PRESIDENT 


CONTINUED FROM PAGE 48 
the basis for the present government 
program. At one time, Fulton National 
in conjunction with correspondents 
financed about 90 per cent of the na- 
tion’s peanut crop. 

(2) Sponsorship of a series of for- 
ums and clinics throughout Georgia in 
1945, in coordination with other 
Georgia banks to formulate postwar 
development plans and acquaint lay 
persons with financial services and 
procedures. 

(3) Offering of a savings program 
combined with life insurance protec- 
tion. 

(4) The organizing of a student-op- 
erated high school savings program, 
in cooperation with Junior Achieve- 
ment, Inc., that is said to be the only 
one of its kind in the country. 

(5) Leadership in a statewide refor- 
estation program under which over 
25 Georgia banks made tree planting 
machines available to farmers without 
charge. As a result, more than half a 
billion pine trees have been planted on 
the state’s submarginal lands since 
1950, while an accompanying fire con- 
trol program has become virtually 
statewide and several billion natural 


pine seedling and other timber have 
been protected to add to Georgia’s nat- 
ural resources. 

Probably nothing better illustrates 
Mr. Cocke’s penchant for sound but 
aggressive action than Fulton’s new 
25-story headquarters, Atlanta’s larg- 
est and tallest office building. It has a 
host of modern features: a 150-foot 
lobby unobstructed by columns and 
dominated by a huge aluminum mural 
of the Clermont steamboat of Robert 
Fulton, an executive dining room pat- 
terned after the wardroom of that 
famous craft, a pneumatic tube sys- 
tem serving the entire bank, pas- 
senger-operated electronic elevators, 
vaults on three of the five banking 
floors, three underground floors for 
parking, and two escalators, to men- 
tion only a few of the building high- 
lights. 

It is noteworthy, too, that under Mr. 
Cocke’s direction that bank has dou- 
bled the number of its branch offices. 
The neighborhood offices are strate- 
gically located in growing areas, and 
are highly functional rather than 
ornately expensive. This type of 
branch expansion is in keeping with 
Mr. Cocke’s emphasis on doing a “re- 
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tail” type of banking in the local area. | 
Indicative, also, is the provision of | 


greatly expanded street floor space for 
the installment loan department in the 
new building, whereas the main lobby 
is on the second floor. 

Incidentally, Mr. Cocke insists on 
the Fulton National holding to a 
“wholesale” operation away from its 
own bailiwick, i.e., it will not solicit 
commercial accounts in other parts of 
the state and southeast, but works 
through correspondent banks on a par- 
ticipation basis. 


N order fully to take advantage of 

growth opportunities as the econ- 
omy expands, the A.B.A. head has con- 
sistently stressed the need for banks to 
build up their capital and surplus ac- 
counts. While he acknowledges that 
the commercial banking capital struc- 
ture has grown from $9 billion to $15 
billion since 1945, he believes that 
more institutions should supplement 
retained earnings by taking advan- 
tage of the present favorable climate 
for equity capital investment, selling 
new stock to existing stockholders and 
others in the financial market. It just 
makes good sense to him to do so, 
even though it may not be possible 
to gauge precisely what a bank’s cap- 
ital needs are likely to be over an 
extended period. “Capital strength 


breeds effective service,” he has ob- | 


served, “and effective service becomes 
the foundation upon which investment 
appeal and capital strength can be 
achieved.” 

In line with his thinking, the Fulton 
National during the past 7 year cycle 
has expanded its capital structure by 
79 per cent. It now has 884 stockhold- 
ers located in 25 states and Canada. 

Another banking problem frequent- 
ly touched upon by Mr. Cocke has to do 
with personnel. He is especially con- 
cerned with the question of whether 
banks today are acquiring enough 
new, particularly young, people with 
the necessary attributes who can help 
to direct activities in the future. 

All types of business and industry 
are assiduously looking for people with 
leadership qualities, he warns. Some 
are training them, others are search- 
ing for them elsewhere. The banking 
system, Mr. Cocke thinks, should be 
equally alert to the need for tomor- 
row’s executive and managers. Yet he 
questions whether the banks as a group 
are properly “merchandising their fu- 
ture” as related to personnel. “All of 
us readily agree that the future of 
banking needs youth, character, intel- 
ligence, and vision,” the A.B.A. presi- 
dent states, but he points to the fact 
that commerce and industry are spend- 
ing an estimated $114 million a month 
in advertising for proper people to 
come to work for them, and he main- 
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tains that banks can and should do a 
better job in this area. In a recent 
financial section of a New York City 
newspaper, for example, he noted that 
there were several pages of advertise- 
ments for well-qualified engineers and 
other trained personnel, but no banks 
were represented. 

Mr. Cocke himself is an encouraging 
example of the personnel progress that 
is possible in banking, to those with 
the necessary qualifications and the 
will to succeed. 

He was not born to a banking dy- 
nasty, but was reared on a farm in Lee 
County, in southern Georgia. After 
graduating from the University of 
Georgia he did not go directly into 
bank work but served overseas during 
World War I and then gained experi- 
ence in the manufacturing, sales and 
credit fields. Following this he was 
elected State Senator in 1927, and 
later became secretary-treasurer and 
executive officer of the powerful Board 
of Regents of the University System 
of Georgia. In 1934-38 he served as 
manager of the Atlanta agency of the 
Reconstruction Finance Corporation. 


HUS he had an excellent back- 
ground of business and financial 
experience when he joined the Fulton 
institution in 1938 as a vice-president. 
Promotion came rapidly; Mr. Cocke 
was elected executive vice-president in 
1942, president in 1945, and in No- 
vember 1954 he was elevated to vice- 
chairman of the board, chairman of 
the executive committee, continuing as 
chief executive officer. 
Despite an attention-compelling job 
of guiding the expansion program at 
Fulton National, Mr. Cocke has also 


been highly active in association work. 
For the A.B.A. he has served as mem- 
ber of the Executive Council, Govern- 
ment Borrowing Committee, Credit 
Policy Commission, Federal Legisla- 
tive Council, and State Chairman for 
Georgia of both the Trust and Legis- 
lative Divisions. 

Moreover, he is chairman of the 
Federal Legislative Committee for the 
Georgia Bankers Association, has held 
numerous other’ state association 
posts, and is a former president of the 
Atlanta Clearing House Association. 

Also, Mr. Cocke has many interests 
outside of banking. He was a financial 
observer at the Bretton Woods Confer- 
ence which spawned the World Bank 
and World Monetary Fund. Currently 
he is trustee of the Committee for Eco- 
nomic Development, Y.W.C.A., and 
Baptist Church groups. He is a direc- 
tor for a number of business firms, 
including the Central of Georgia Rail- 
way, the Henry Grady Hotel and the 
American Forestry Association. 

However, Mr. Cocke avers that be- 
sides the Fulton National his main in- 
terest lies in his family. Mrs. Cocke is 
the former Elise Meadows, of Lown- 
desboro, Alabama. His son, Erle Cocke, 
Jr., a hero of World War II, served as 
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national commander of the American 
Legion in 1950 and is now vice-presi- 
dent of Delta Air Lines (Erle, Sr., is 
a former national vice-commander of 
the Legion). There is a daughter. 
Mrs. Eugene P. Cofield, Jr., and three 
grandchildren. 


IS heavy schedule doesn’t permit 
many hobbies, but one of Mr. 
Cocke’s abiding interests is a farm he 
owns in Terrell County, where he is 
able to satisfy his lifelong interest in 
forestry by growing pine trees, as well 
as livestock, peanuts, cotton and grain. 
He also likes to dangle a fishing line. 
But his play periods are compara- 
tively rare. His associates at the bank 
marvel at his ability to work hard and 
long, without apparently tiring. They 
attribute this to the fact that he can 
relax at will. While not an orator, he 
has the knack of grasping a technical 
subject quickly, and of explaining it 
lucidly. His staff also comments upon 
his ability to look far ahead, to plan 
aggressively, and to bring a _ broad 
“outside” viewpoint on banking. 

All in all, the outlook is that Erle 
Cocke will be a most effective and ac- 
tive spokesman for banking during his 
tenure as A.B.A. president. 


PRE-EMPLOYMENT TESTING 


CONTINUED FROM PAGE 45 


officers have a look at the applicant 
in turn, and a part in the decision 
about hiring. The applicant whose test 
results are unsatisfactory is told that 
they show his interests probably would 
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make him more successful in another 
type of work. Sometimes, we even 
point out specific fields to try. 

When the testing program got under 
way, we deliberately made some per- 
sonnel decisions contrary to the test 
results. We thought we knew better in 
each instance. One was a job applicant 
who tested extremely well in every re- 
spect except the test for activity-in- 
dustriousness as against inactivity- 
indolence. She was wonderful when 
she really worked, but that was rarely. 
After a few months we shook our col- 
lective head dolefully, regretted that 
we had disregarded the test showing, 
and let her go. The incident gave 
us more faith in the pre-employment 
tests. 


There were two internal promotions 


| where the test patterns were on the 


| low side for the higher-level position 









but the employee was making an excel- 
lent record on the lower-level job. So, 
twice more we overruled the test re- 
sults, with unhappy consequences. 
From these experiences we learned a 
good deal. One was that an employee 
who is excellent at one operation may 
be wholly unfit for another operation. 
The other was that the tests give us a 
more precise and impartial appraisal 
of the person’s capacities than we can 
hope for by seeing that person in 4 
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job that employs only one part of his 
or her aptitudes. 

Perhaps it is time now to talk in 
terms of dollars-and-cents costs and 
benefits. Certainly there is no need to 
expound to bankers the great impor- 
tance of obtaining and keeping the 
best possible grade of people through- 
out the bank, while maintaining or re- 


ducing salary cost per unit of work | 
performed. The direct goals are to | 


increase per capita productivity, 
strengthen staff morale, cut staff 
training costs, and reduce employee 
turnover. Corollary to these objectives 
is that of placing in customer-contact 
jobs people who will sell themselves 
and the bank to the customers without 
overdoing this. 

All of this boils down to: Hire peo- 
ple of highest available quality and 
assign them to work for which they 
are well fitted by natural capacity and 
any previous training. To accomplish 
these simple betterments in our per- 
sonnel effectiveness, we must improve 
our recruiting, screening, and training 
processes in filling positions as these 
open. These three are the basic costs of 
hiring. 


F testing procedures are used, these 
become part of the hiring cost. We 
have had a good many casual conversa- 
tions with other bankers on this point 
since we first became interested in the 





idea of pre-employment testing. These | 


contacts have convinced us that a large 
fraction of small-bank officers assume 
a testing program would be expensive 


out of all proportion to the expectable | 


benefits, and definitely beyond the 
budget limitations of institutions of 
their size. Actually, we always had as- 
sumed the same thing until we got 
well into it. 

Total cost of counsel, original test- 
ing of our staff of 40 people, marking 
their test results, and setting up our 
bank’s own tables of norms, has been 
so close to $500 that it is not worth 
looking up the exact figure. This is 
what we paid the college for services 
provided in connection with the pro- 
gram. Since then, we have tested about 
75 people, at a total cost for supplies 
and clerical salaries of somewhere 
around $200—if we assume that we 
could have done without $200 worth of 
clerical salaries by doing without the 
testing, which is doubtful. 

No precise offset can be calculated 
to give us a profit-or-loss figure ac- 
ceptable to an auditor. But if we as- 
sume even a minimum weekly salary 
cost for a new employee starting at a 
low-skill job, it would not take long to 
eat up that $700 in wasted payroll if 
the newcomer proved incompetent. We 
had that actual experience time and 
again in the years before we adopted 
testing. It is doubtful whether the 
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An Investment in Efficiency 


average return in work units per- 
formed by a green employee equals 
half his wage cost for the first two 
months, even if he shows promise and 
learns fast. If he turns out a failure 
and learns slowly, the deficit runs up 
much faster than that. 

We are aware of having made only 
one significant mistake in hiring since 
we began testing. In retrospect, we 
might have avoided that error if, at 
the time we made it, we had been more 
experienced in interpreting personal- 
ity test results. In the two years 
elapsed since we started the program, 
we have increased our staff by about a 
dozen people as well as replacing the 
usual number of run-of-mine separa- 
tions. In this grist, we certainly would 
have committed enough errors under 
the previous method to cost us much 
more than we spent installing and 
using the testing procedures. 

There may be a slight added recruit- 
ing cost attributable to our need to stir 
up more applications to compensate 
for the larger number of sub-standard 
applicants now screened out without 
hiring. Against this we can balance 
the saving in officers’ time because 
fewer interviews are now carried to 
that level. We get another plus from 
the expectable increase in average 
length of employment because em- 
ployees fit better into their jobs. Also, 
we now promote with greater assur- 
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of 5 colors) to last and last. 
Loose-leaf binding at a low 
price. Sizes to fit all your 
needs—and to bind from a 
single sheet to a six inch pile. 
Acco equip your files now. 
Ask your stationer. 





ACCO PRODUCTS, Ine. 
Ogdensburg, N. Y. 


In Canada: Acco Canadian Co., Ltd., Toronto 
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ance of picking the right person for 
the higher-level place. 

It should be emphasized that test- 
ing has not replaced, but rather has 
supplemented and refined, our previous 
hiring procedure. What it means is 
that we have inserted two new steps 
between the interviews required in 
hiring: the 15-minute mental alert- 
ness test; and, the complete set or 
series of tests. 

We carefully studied, and we strong- 
ly suggest that anyone else should sim- 
ilarly study, the A.B.A. book, “Clerical 
Testing in Banks,” before going ahead 
with our program. This book lists nine 
earmarks of a useful test, as follows: 
validity, proper difficulty, objectivity, 
reliability, practicality, reasonable ap- 
pearance, economy, standardization, 
and independence. Space limitations 
forbid explaining these terms fully, 
but in general they mean that the test 
must apply to the jobs and people, that 
the score is easy to measure and reli- 
able, that the test can be administered 
by any reasonably intelligent person, 
be acceptable to the applicant, inex- 
pensive to use, accompanied by norms 
covering similar jobs, and overlap so 
little that each test contributes new 
information. Any banker who has not 
worked with job testing may well ask 
professional advice at this point from 
an expert, for the proper selection of 
tests is the crux of such a program. 


ROM our own experience, we agree 

with the oft-stated principle that a 
personnel testing program should be 
undertaken only with the advice and 
guidance of professionally competent 
counsel. Most colleges certainly can 
provide such expert assistance, either 
institutionally or through faculty 
members working individually. Many 
secondary schools of substantial en- 
rollment include staff guidance people 
who are well trained in the techniques 
and consequently competent to assist 
a bank in setting up its program. 
There are also, of course, the profes- 
sional groups operating as independ- 
ent counsel for employers. Many of 
these represent the highest levels of 
skill in the profession, but we are as- 
suming that the small bank must keep 
its expenses in lower brackets than 
top-notch professionals command for 
their fees. 

There are on the market available 
for use many tests that have been 
worked up by various people in the 
psychological testing field. They in- 
volve differing approaches and the ex- 
pense of using them ranges from very 
low to rather high. In consultation 
with our expert, we selected a set that 
seemed well adapted to our needs, and 
we have continued with the original 
tests. This is valuable, because by now 
we have accumulated a thick file of 
completed tests from job applicants, 


and soon we shall be able to develop 
a new, more broadly based set of tables 
of norms from the tests. 

The tests that we use are briefly 
described as follows: 

1. Adaptability Test. A 15-minut 
test for selecting and identifying per- 
sons for jobs that require rapid learn- 
ing, and persons who do not readily 
adapt to new situations who might be 
satisfactory or even superior on sim- 
ple, routine jobs such as _ sorting, 
assembling, or operating repetitive 
machines. We have learned from ex- 
perience to hire a proportion of people 
in this second, lower-adaptability 
group. If we hired only people who 
make high scores, we should expect 
many of them to resign from the rou- 
tine positions before we were able to 
promote them. Hence we try to main- 
tain a good hiring balance between 
the high scores and the merely ac- 
ceptable scores. 

2. General Clerical Test. This meas- 
ures different abilities, permitting us 
to fit the applicant to the job. A book- 
keeper, for example, can score lower 
than an acceptable secretary in lan- 
guage skills. This test has three sub- 
sections and a total of nine parts: 
Clerical, checking and alphabetizing: 
Numerical, arithmetic, error location. 
arithmetic reasoning; Verbal, spell- 
ing, reading comprehension, vocabu- 
lary, and grammar. 

3. Temperament Survey. This at- 
tempts to indicate a person’s person- 
ality traits in ten areas: Activity; 
Restraint; Submissiveness; Social 
Ability; Emotional Stability; Objec- 
tivity; Friendliness; Thoughtfulness; 
Cooperativeness; Masculinity or Fem- 
ininity of emotions. We rely on this 
test strongly only when extremely low 
scores are made. We have found be- 
yond all doubt that persons who score 
low on Activity are lazy and have to 
be pushed in their work, or released. 


T IS worth repeating in conclusion 

that the raw score of a test is mean- 
ingless without some basis for com- 
paring the results with scores devel- 
oped by rating others who are doing 
work similar to what the applicant 
would be doing. In specific terms, this 
means tables of norms must be 
soundly developed from inside the 
bank that uses the tests, or a bank 
practically identical in its operating 
procedures. 

Even here, there is room for judg- 
ment. For example, in considering ap- 
plicants for a job that probably will 
lead to an eventual officership, we 
compared the test scores not with our 
tables of norms, but with the actual 
ratings of our present officers, and 
made our decision accordingly. In 
brief, the personnel man must hire 
people not by ratings, but by what the 
ratings indicate for the specific job. 


Burroughs Clearing House 
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639 banks use the Group Life Insurance Plan of 
Manufacturers Trust Company 


A total of 639 of Manufacturers Trust Company’s correspondent 
banks with 7,745 employees are now participating in our Group 
Life Insurance Plan. These employees are now covered by more 
than $45,000,000 in life insurance. 


Designed primarily for smaller banks, this plan enables them 
to obtain directly group life insurance for their employees which 
they might not otherwise be able to provide. And the cost is 
extremely low. In the year 1955, after deducting dividends re- 
ceived from the insurance companies, and including out-of-pocket 
expenses, the net cost was only 43.2¢ per month, or $5.18 a year, 
for each $1,000 of insurance protection. This is another reason 
why more and more banks are turning to Manufacturers Trust 
Company as their New York correspondent. 


To get the facts on our Group Life Insurance Plan, write or phone Mr. Joseph C. McNally. 


Other Correspondent Bank Services 
* Bond Portfolio Analysis 


* Personal and Corporate Trust Service, 
including Pension Plans, Dividend 
Payments and other Related Services 

* Up-to-the-Minute Credit Information 


* Surveys and Recommendations on 
Bank Operations 


* Around-the-Clock Transit Service 

* Domestic and World-wide Collections 

* Excess Loan Participation 

* International Banking Department ready 
to handle business in 153 countries 


Member Federal Deposit Insurance Corporation 


Head Office: 55 Broad Street, New York 15, N. Y. 











“\My Niagara Cyclo-Massage Chair is wonderful . . . 
relieves tension and fatigue 
in no time at all” sous. news 





JOHN S. HEWITI! 
President 
Anahist Co. 


“There’s nothing quite like a leisurely 
‘ride’ in one of the new Niagara Chairs. 
In the middle of the day, I like to lean 
back in mine and let the cyclo-massage 
motors relax tired muscles and nerves. 
The Niagara Chair is a wonderful aid to 
comfort and health .. . and it would, I 
think, be a delight to any busy executive.” 


Now you can help increase circulation, ease 
tension, and improve physical condition— 
easily, comfortably—while you read or rest. 

The Niagara Lounge Chair is a beautiful 
reclining chair of simple, conservative lines 
that contains three Niagara Cyclo-Massage 
motors. Exhaustive research engineering has 
made possible this amazing equipment, and 
medical research confirms its remarkable 
muscle relaxant and sedative effects. 

If you want the sensation of a lifetime, just 
sit in the Niagara chair. Ease back to your 
most comfortable position, turn on the motors, 
and... aaaahhhh ... that’s it. Cares and 
wears of mind and body float away. You are 
but half-conscious of a marvelous action, like 
thousands of tiny fingers gently stroking, 
kneading, reaching deep, DEEP down to ma- 
nipulate and comfort every muscle and joint é 
in your body. 

You owe it to yourself to try the Niagara 
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Niagara M ge is av in many models fo suit 


Chair or, at least, to get complete details on 
it. Send coupon for complete details including 
beautiful, full-color brochure. 


every need and condition, including the comfortable 
EXECUTIVE CUSHION for use on desk chair, and the 
THERMO-CYCLOPAD, right, combining heat and mas- 


sage to help relieve pain of chronic arthritis, bursitis, 
fibrositis and rheumatism. Send for complete details. 
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Thermo-Cyclopad 


Executive Cushion 


SEND FOR FREE BOOKLET 
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NIAGARA, Dept. B-116, Adamsville, Pa. 
Send me details on Niagara. 





Buried in the deep, foam-rubber 
cushions are three cyclo-mas- 
sage motors .. . not common 
vibrators but duplicates. of the 
motors used in Niagara Massage equip- 
ment built for hospitals, clinics, and 
athletic teams. 
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IN CANADA: MONARCH MASSAGE, LTD., FORT ERIE, ONTARIO 
Copyright 1956 Niagara Mfg. & Dist. Corp. 














